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THE PENNSYLVANIA COMPANY 


FOR INSURANCES ON LIVES AND GRANTING ANNUITIES 


BANKING - TRUST AND 
SAFE DEPOSIT COMPANY 


Main Office : 
Packard Building 


Southeast Corner 15th and Chestnut Streets 


Philadelphia, Pa. 


GT GDOT GIGLI OT GILT 


Commercial Trust Branch: ‘Bank of North America Branch: 
15th and SOUTH PENN SQUARE 307 CHESTNUT STREET 


Independence Hall Branch: 
517 CHESTNUT STREET 


Member: Cable Address: 
FEDERAL RESERVE SYSTEM *“PENCO” 


Accounts of Banks, Corporations and Individuals Solicited. 
Trusts of all kinds Executed. Safe Deposit Boxes Rented. 


ALL FOUR OFFICES ARE EQUIPPED TO RENDER EVERY TRUST COMPANY SERVICE 
TO OUR CLIENTS 
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Interior of Safe Deposit Vault, BRAINARD STATE BANK, Chicago 


He Said.“Now That's a Real Idea” 


BANK needed more safety deposit boxes. The president 
thought merely to add another section. Our representa- 


National Safe Deposit Vaults tive, a skilled vault engineer and architect, was called in. 


are designed to assure you of 


the highest income-producing Instead of merely selling the banker the boxes he needed, he 


use of your vault space, at the 


same time providing maximum made a careful analysis of the vault space, showed how to 


protection and efficiency in 


handling the bank's reserves, utilize it to the fullest extent, how future needs could be cared 


securities, and operating tellers’ 


funds. Every feature of the for, how a special section could be partitioned off to hide stor- 


vault equipment shown above 


—ventilation, lighting, ceiling, age files and other items, leaving the safe deposit vault, as it 


finish plates, locks, and so on 


—is the product of more than should be, spic and span and highly pleasing to customers. 


46 years’ experience in serving 


banks. The banker was elated. “That’s a real idea,” he said. With 


ae National equipment, than which there is none better, this 


National Service is included without charge. 


If you are planning additional safe deposit equipment, clip and mail the 
coupon below. Our FREE 40-page booklet will bring you valuable information. 


THE NATIONAL SAFE AND LocK COMPANY 


Established 1883—46 years ago New York Office Chicago Office Los Angeles Office 


General Offices—2345 East 69th St. 388 Broadway Tower Bldg. Baldwin & Burke Safe Co. 
Works—East 69th to 70th St. & Pennsylvania R. R. 6 N. Michigan Ave. 1429 S. Los Angeles St. 


CLEVELAND, U. S&S. A. SALES ENGINEERS QUICKLY AVAILABLE IN ALL PRINCIPAL CITIES 


% This Book * The National Safe and Lock Co. 
FREE 2345 East 69th Street, Cleveland, Ohio 





If youare planning Please send me your FREE book on National Bank Vault Doors and full infor- 
to buy a new vault mation on the subjects I have checked below. 
eee chae baa ODaylight Robbery OVault Linings OGrille Partitions 
contains facts of OSafe Deposit Boxes [Vault Systematizers [Chests O Vault Lockers 
| witalimportance to 
| you. Our 46 years 
of experience are 


— ) @t your service. 
| Clip and Mail This Coupon Now 
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Life Companies 
and Trust Organizations 





L WE examine the scope of the services performed by life 
insurance companies and trust organizations. including in the 
latter term trust sections of commercial banks, we shall find a broad 
field of co-operation. 


- 


While the general character of each is fiduciary, the two instru- 
mentalities are not natural competitors They are more nearly 
like allies, although their activities are distinctive. 


Each suggests, initiates, activity for the other. Each furnishes 
service for which the other is not equipped; one the insurance 
of the productive value, accumulated and prospective, of human 
life; the other the administration of trusteeships, of which many 
proceed from life insurance. , 





There is no doubt that the two can supplement as well as com- 
plement each other, and it is noteworthy that the banks and trust 
companies have realized this fact and applied it in a practical way. 
On the other hand, it is evident to me that a corresponding inter- 
est in the promotion of the welfare of the banking and trust com- 
panies is now a part of the program of every wide-awake life 
insurance man. 


WALTON L. CROCKER, President 


LiFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


INQUIRY BUREAU, 197 CLARENDON ST., BOSTON, MASS. 


Please send booklet, “Estate Conservation and Life Insurance Trusts.” 
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HERES HOW--- 


—Build small unprofitable savings into profitable 
accounts 

—Revive dormant savings accounts 

—Establish a Real Estate Loan Department 

— Advertise for large construction loans 

— Advertise for small housing loans 

—Solicit correspondent bank accounts 

—Sell commercial banking to business men 

—Sell the checking account as a financial service 

—Inaugurate and announce the service charge on 
checking accounts 

—Meet trust objections in selling 

—Fit trust advertising into a general campaign 

—Analyze the trust department 

—Prepare institutional copy for investment houses 

—Develop sales promotion for investment houses 

—Coordinate sales, buying, advertising and sales 
promotion for investment houses 


TO FIND OUT—ATTEND THE 


Fourteenth Annual Convention 


FINANCIAL ADVERTISERS 
| ASSOCIATION 


HOTEL BILTMORE 
OCTOBER 30 


TO 


NOVEMBER 2 | 
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My money 


~my trip 
1s ruined 


Thus exclaimed a young lady who 
recently arrived in New York from 
Pittsburgh. She was bound for 
Europe, her steamer was soon to sail 
but she had unfortunately left her 
Travelers Cheques at home. 

A stranger in a strange city it seemed 
that her trip would be ruined—until 
she went to the American Express— 
and then things began to happen. She 
was advised to telephone her home 
in Pittsburgh and arrange for some 
one to take her cheques to the local 
American Express office. The Resi- 
dent Manager there, realizing the 
urgency of the matter, telephoned to 
the American Express headquarters 
at 65 Broadway, New York, that he 
had received the cheques. The young 
lady established the necessary identi- 
fication and new cheques were issued 
to her immediately. She caught her 
steamer, thankful to the organization 
back of American Express Travelers 
Cheques and grateful to the bank 
which recommended the sky-blue 
travel currency. 

Bankers know the story of Ameri- 
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can Express refund service but this 
particular transaction, though un- 
usual, happily illustrates one of the 
unique service advantages of Amer- 
ican Express Travelers Cheques. 
There are more than 26,000 
Express offices throughout the 
United States and Canada forming 
a network of near-at-hand service 
stations always ready to assist 
your clients who carry American 
Express Travelers Cheques. 


safety. 


pe: iperidability 


ERICAN 
EXPRESS 
Uravelers cheques 


Steamship tickets, hotel reservations, itineraries, 
cruises and tours planned and booked to 
any part of the world by the Ameri- 
can Express Travel Department 









The Bankers Monthly Round Table 


Even Small Banks 
Can Make Good Profits 


The Editor’s Viewpoint 






While there may be some banks that are now following 


If ~ 


all of the suggestions made here, it will be readily un- 
derstood that the use of any of them is likely to improve 
the profit-making possibilities. The suggestions should 


therefore be considered separately as well as together. 


1. If expenses are reduced— 
By reallocating personnel so that idle time 


is eliminated 


By replacing human hands and brains with 
machines where possible 


By comparing the cost per item of operations 
with similar costs secured from neighbor- 
ing banks or from associations 


By analyzing personnel to discover over- 
manned departments 


By buying supplies for only a year’s needs 
By using time-saving forms 


By standardizing equipment and supplies 
and thus reducing waste and the cost of 
buying 


2. If charges are made — 
For drafts against uncollected items (float 
charge) 


For activity in checking accounts that is so 
great as to make the accounts unprofitable 
(activity charge) 


For small balance checking accounts (service 
charge) 


For small loans (minimum interest charge) 


For checks made against insufficient balances 
(N.S. F. penalty charge) 


For cashier’s checks as well as drafts 


For paying small checks for big companies 
such as creameries 


For ordering automobile licenses 
For making out income tax reports 
For notary public services 

For drawing affidavits 

For safekeeping securities 

For filing chattel mortgages 

For drawing agreements 

For making credit reports 

For collecting sight drafts 

For supplying property leases 

For securing real estate mortgages 
For telegraphing funds 

For collecting property rentals 
For clerking auction sales 

For imprinting customers’ checks 
For drawing contracts for deeds 


3. If loan losses are reduced — 


By analyzing loan losses to discover a com- 
mon cause and removing or avoiding that 
cause 


By requiring statements from all borrowers 
asking for loans larger than $500 and 
carefully checking up on duplicate bor- 
rowers 


By visiting the plants of borrowers to keep 
in touch with the progress of management, 
equipment, and operating methods. 
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Ti possibility of securing an ample supply 

of skilled labor at all times has influenced 

the decision of many manufacturing concerns 
to establish themselves in Detroit. Here are 
found hundreds of thousands of skilled artisans 
attracted to this city by the automotive and 
allied industries. 


In addition, the assurance of reasonably steady 
employment at wages in keeping with the require- 
ments of today, desirable living conditions, and 
freedom from discordant employee-employer 
, relations has drawn to Detroit thousands of 
’ workers skilled in mass production methods. 


There is also abundant testimony to the fact that 
manufacturing costs in Detroit are lower than in 
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2, LAB OR 
and 


contented.... 


any other industrial center because 
of the co-operation of skilled work- 
men, which makes for more efficient 
) production, materially lowering the 
labor cost per unit. 


«. be 
Je) 


Manufacturers who locate in this area are assured 
of building on a secure foundation with respect 
to the employment of men and women who are 
permanent, ambitious, skilled, prosperous, free, 
and contented. 


The combined services and resources of the 
Union Trust Company and The National Bank 
of Commerce, under one roof in the Union Trust 
Building, are available to men and firms interested 
in the Detroit area. 


Anion Gust Company ana re 


National Rank of Commerce 


DETROIT, MICHIGAN 
























RESEARCH IS ESSENTIAL 
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SAFE AND PRODUCTIVE INVESTMENT PORTFOLIOS 
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N planning the investment programs of clients initially, 
I and in supervising them thereafter, the Brookmire or- 
ganization makes use of basic research to the fullest possible 
extent. q This research deals not alone with the past, but 
rather is essentially forward-looking, for the productiveness of 
any investment fund depends upon the accuracy with which 
the future may be gauged. @ A quarter century experience 
in constructive investment counsel of this character has re- 
sulted in the development of methods which several thou- 
sand clients avail themselves of continuously. q@ Through 
Brookmire Service, banks also receive specific recommenda- 
tions concerning the investment of their funds. They are 
provided, too, with a specialized source of counsel which 


they utilize in advising depositors. 


Information concerning Brookmire Service as it applies 
particularly to banks may be obtained by addressing 
our Executive Vice-President at 551 Fifth Avenue, 
New York, N. Y. 














BROOKMIRE ECONOMIC SERVICE 





NEW YORK BOSTON CHICAGO PHILADELPHIA PITTSBURGH CLEVELAND BUFFALO ROCHESTER DETROIT 
ST. LOUIS MINNEAPOLIS SAN FRANCISCO LOS ANGELES SEATTLE SPOKANE PORTLAND TORONTO MONTREAL 
CINCINNATI NEWARK COLUMBUS 
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40 Banks Report 
Character Loans Worth While 


OME time ago the board of diree- 

tors of a metropolitan bank was 
discussing the advisability of install- 
ing a department to specialize in 
character loans. There was much 
said on both sides, but the subject 
was definitely dismissed when the 
chairman arose and said: 

““Gentlemen, we should keep our 
bank as far from the pawn-shep aSy 
possible. *’ ‘ 

Therein is voiced.the mistaken 
idea of many bankers regarding in- 
dustrial or personal 
loans. We are, there 
fore, interested in tak- 
ing a birds-eye view of 
actual developments in 
this field, in seeing ex- 
actly how the average 
small loan is handled, 
and in forming our 
own opinions regard- 
ing their benefit to the 
bank. 

There are many 
banks in the United 
States, which make 
small individual loans. 
Among these, the terms 
““personal loan’’ and 
‘industrial loan’’ seem 
to be used inter-change- 
ably. The majority 
refer to them as ‘‘the 
industrial loan’’ while 
a minority use the word 
*“personal.’’ Either 
classification refers to 
loans of from $100 to 


By HOWARD HAINES 


Vice President, First State Bank, Kansas City, Kansas 


$2,000, and depends on the _ bor- 
rower’s ability to re-pay in 12 equal 
monthly payments—a class of loans 
formerly handled by loan companies, 
usually at high interest rates. 


The Comedy of Professional 


Borrowers 


In order to cover this interesting 
subject in as instructive a manner as 
possible, let us begin where the av- 
erage banker begins when he makes 
a loan—with the application blank 

















Advantages of A Character 


Loan Department 


1. It brings to the bank the small saver of 
today, who may be the large saver of to- 
morrow. 

2. It tends to foster thrift and offers the 
laboring class the opportunity to secure loans 
at reasonable rates—a service which the 
American system of credits has overlooked in 
the past. 

3. The plan relieves the executives of the 
bank of much detail work connected with the 
making of small loans and centralizes it in 
one department. 

4. The plan tends to create good will 
among larger depositors. 


itself. As in other fields of banking, 
a careful investigation of the appli- 
cant is essentially important. 

Almost every banker finds on first 
advertising for loans of this type 
that he is flooded with ‘‘profes- 
sional qualifiers,?’ dead-beats, and 
those who have been refused by other 
loan agencies. It is actually amusing 
to come in contact with the profes- 
sional or ‘‘chronie’’ borrower, who 
usually has a steady job, but who 
has found it so easy to borrow that 
it has become a habit 
of least resistance with 
him. 

In the course of a 
few years he has bor- 
rowed at.three or four 
sourees, one unknown 
to the other, and ear- 
ries them all at the 
same time. When un- 
able to meet his pay- 
ments on one, he rushes 
over to a new company 
and secures a new loan 
to pay the pressing one. 

It reminds one of 
the man who built a 
garage and mortgaged 
his furniture to pay 
for it. Then he bought 
a new ear. 

‘*How are you going 
to pay for the car?’’ 
asked a friend. 

‘*Cineh,’’ said the 
other, ‘‘I’ve mortgaged 
the garage.”’ 





‘But what’ll you do when these 




















mortgages all fall due?’’ persisted 
the friend. 
‘*Easy,’’ replied the frenzied 






































financier, ‘‘I’ll mortgage the ear!”’ 

—And so it goes. These ‘‘pyra- 
miders’’ will persist and you are 
not interested in getting them on 
your books. But you are interested 
in keeping them off, and your appli- 
cation blank furnished each pros- 
pective borrower must be compre- 
hensive enough to safe-guard against 
these perils of the small loan. 


What Application Forms 
Should Include 


After considering a great many 
application forms used by private 
companies and financial institutions 
it is readily pereeived that your 
questionaire will include at least the 
following: 

Name—Age— Married—Children 

—Address—How Long—Where Be- 
fore—Rent or Own—To Whom Do 
You Pay Rent or Payments—Em- 
ployed by—How Long—Salary—ete. 





You must especially learn : 

1. Names and addresses of three 
nearest relatives. 

This information is frequently 
used for locations many months after 
a loan is made. Unlike real estate or 
collateral loans, the personal loan 
requires you to become vitally in- 
terested in many such personal de- 
tails. 


2. Where the applicant has bor- 


rowed before or now has a loan, 


READ CAREFULLY 


If « borrower should die or become 
totally and permanently disabled be- 
fore his loan matures, the co-makers 
and the family of the borrower will 
not be required to pay loan. The un 
paid belance, after applying the 
amount in the savings account, will 
be taken care of by insurance provid- 
ed by the Bank, without cost to the 
borrower. 


ae 
Do not make any changes 
or erasures on this note. 
=—— 
All signatures must be 
written in ink and in 
each case a complete 
address must be given. 


All names must be 
signed in full 


= 
Hold this note and bring it with 
you when you receive notice 
that the loan has been 
‘ approved. % 
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CoSigner 
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This report form is specially recom- 
mended because of its completeness 
and its simplicity. It gives at a glance 
the general character of the small bor- 
rower and his co-signers. 


no one is a better reference than a 
past creditor. 

3. At least three other sources 
where applicant has had _ business 
dealings. 

4. What applicant expects to use 
the money for if loan is made. 

The popular form of securing 
loans is to require one or more ¢o- 
signers, two being the usual number, 
in which case, the application form 
provides practically the same ques- 
tions to be answered regarding ¢o- 
makers. 


How To Verify Applicant’s 
Statements 
As to themanner of verifyingappli- 
cants’ statements, the double-check 





THIS LS AN ENSURED NOTE: Ip event the Borrower is net Living at the maturity of this Nete, the Co-Makers are retieved of obligation hereunder 


NOTE 


. tet ee MILWAUKEE, WIS.. 19 
One year from date, FOR VALUE RECEIVED, we, the undersigned, jointly and sevesally, promise to pay to the order of 
SECOND WISCONSIN NATIONAL BANK (hereinafter called the “Bank”) at its offig 


cece ces se sen cenamn een oe evenrmneevereenmen-e-ee-e DONars and the undersigned borrowe 
security for the. payment of this note, ali suns now or hereafter deposited by him in his sa 


Number... issued by your Savings Depariment. The undersigned borrower agr 
of said Savings Account, the sum of... ~~ —.--~---~-- ——-=---——-—- Dol 
and at regular——.._--.___.............. man eveeintervals thereafter w 


Monthly, Semi- Manthiy or Weekly 


deposited, and the others of the ondersigned, Jointly and severally, agree to m: 


signed borrower should default. 


any unearned interest at the rate of six per cent (6%) 
Ged ou the day it becomes due, there shall be added to the g 
—-—----=€ents for each deposit which may have pr: 
hereinabove agreed to be made, and the total si 
notice to or further consent from us, or any 
debtedness represested by this sote io ¢ 
shall prior to the maturing of this note ba’ 
satisfactory to it have become totally and 
for the said excess. We each waive notice o! 


SIGNATURES: (write in full) 
q@ 


Upon failure to make any deposit, as herein agreed, or_jn the event of the death of the first of the undersigned, this note 
sball at the option of its holder become immediately due paps demand or notice, for the face amount thereof, less 








PERSONAL LOAN DEPARTMENT 


otal of the face amount of this note shall have been 


pon this note becoming due, and not being fully paid and satis- 

aim otherwise due hereunder costs of collection at the rate of 

become due hereunder but not made on the day or days as 

ue hereunde?? may forthwith be debited to the said Savings Account without 
s, we hereby agreeing to be and remaiu jointly and severally liable for ai in- 
be amount then to the credit of said account unless the first of the undersigned 
d, or shall within the sole determination of the bolder hereof and spon proof 
ly disabled, in either of which events the undersigned sball be witbont liability 
honor in event this vote becomes due and is unpaid io whole or in part. 


ADDRESSES: (give complete address) 


system as used by a great number 
of operatives offers the safest plan, 

By double-check we mean: First. 
the obtaining of reports by telephone 
or letter from reliable rating com. 
panies, credit bureaus, ete. (The 
cost of memberships in The Credit 
Men’s Association varies somewhat 
as to the volume of business handled, 
but the cost is negligible compared 
with the amount of information 
available on most applicants.) ; 
second, a direct check by telephone 
to as many references as possible for 
additional information. 

In most instances, the bureau’s re- 
port will give some information about 
the person in question not to be 
gathered from his application. We 
often find the applicant has omitted 
to mention another loan on which he 
still owes a balance; or a past ae- 
count which he fears will prevent his 
loan being made. This type of ap- 
plieant is, of course, not worthy of 
further consideration. However, a 
majority of applicants will check out 
as reported, and we will know that 
they are reasonable moral risks. 

It seems to be the practice with 
most specialists in personal loans to 
decline advances exceeding 20% of 
applicant’s yearly income. Many 
banks, however, reduce this to as low 
as 12%. 

A minimum of $100 is almost a 
universal ruling on endorsed notes, 
due to the cost of investigation. 

It is generally conceded that a 
loan will not be made unless it is 


(Continued on page 32) 
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SUM Of ....2.0 2. --2- 0-0-2 e rrmeere 
signs to the bank as collateral 
ount, evidenced by Pass Book 
deposit promptly to the credit 
($——————-— DO aaancennenmnenncenenansety 19mm, 







ach of the said deposits promptly if the under- 











This character loan note is not only complete in itself but it has an explanatory stub with instructions. This stub also 
explains that the borrower is insured by the bank as a protection for the co-signers in the event of the death of the maker. 
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An “On-To-Europe Club” savings plan is one of the ways the 





American Trust Co. builds its travel department and increases the 
number of customers in its savings department. 


Travel Bureau Success 


It is based on the employment of an expert who is 
truly unbiased and can therefore serve customers even 
better than the transportation company’s own agents 


By A. H. PRICE 


Manager, Travel Bureau, American Trust Co., San Francisco 


President of the Association of American Bank Travel Bureaus 


HEN a bank opens a travel 
bureau it has to face a great 
deal of competition. It ean adver- 
tise and eireularize considerably 
among its own clients, pointing out 
the advantages of its travel service, 
dwelling particularly upon the fact 
that advice is given without pre- 
judice, except in favor of the bank 
client. But, if the manager of this 
bureau is unable to give real advice 
to the client, he is not fulfilling the 
promise made by the bank. 
If he does, as is so often done, try 
to sell something on behalf of the 
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steamship or tourist company, then 
he is merely a salesman representing 
the tourist and steamship companies, 
and not a travel bureau manager. 

Allowing that the personnel of the 
bureau is experienced, it then has to 
prove to the bank clients that it is 
able to give as good, if not better, 
service than that to be obtained from 
its commercial competitors who, in- 
cidentally, in a number of eases, 
have built up an excellent reputation 
and who have salesmen out covering 
these same clients. 


To make headway against such 


competition, this bureau must, so to 
speak, ‘‘ produce the goods’’ and to 
prove this to the clients, I can think 
of no better way than to have the 
bank officers take the stand that no 
matter whether their clients have 
made their reservations elsewhere 
and possibly have booked their trip 
completely, yet they should consult 
regarding their trip with the man- 
ager of the travel bureau. 

This is practically nothing but ad- 
vertising for, if these clients are 
satisfied after an interview that the 
travel bureau manager knows his 
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business, ‘then the next time they 
travel they will without a doubt come 
to him rather than go around the 
corner to commercial competitors. 
One might think that if the clients 
are persistently ciren- 
larized and the matter 
is brought to their at- 
tention whenever pos- 
sible by the various 
bank officers, there 
would follow a run on 
the bureau on the part 
of the bank clients, but 
experience has shown 
this is not the ease. 
We are naturally 
suspicious and when 
we want to travel we 
automatically turn to a 


travel organization. 
The average traveler 


does not stop to think 
that in connection with 
his trip, although he 
may go into the office 
of an organization with 
a great reputation, yet 
he may be waited upon 
by an individual with- 
out experience, receiv- 
ing a small salary and 
whose sole desire is to 
sell something. 

Against this, in his 
bank he ean find a man 
with considerable ex- 
perience who is paid 
by the bank for the 
sole purpose of study- 
ing the interests of 
this same bank elient. Yet the av- 
erage traveler, until he is convinced 
to the contrary, will prefer to visit 
the office of the commercial organiza- 
tion, even though there is a possibil- 
ity he may be misled by so doing. It 
is this convincing that takes time. 

Perhaps, if this same client could 
realize that the great purpose of the 
bank travel bureau is, or should be, 
to save the bank client money by ad- 
vising the best method of earrying 
out the trip desired, he would have 
more confidence in the bank travel 
bureau. As it is, this confidence has 
to be built up by the slow process of 
proving to a number of people will- 
ing to try it out, the fact that it is 
indeed an expert advisory proposi- 
tion and then they will come in 
greater numbers. 

My own method of procedure is 
not to rush into expensive advertis- 
ing nor to persuade bank clients to 
buy everything possible before they 
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A. H. PRICE 


start on their trip. I believe that we 
should work to save our clients every 
possible penny, to give them as much 
latitude in connection with their trip 
as possible by allowing them to 


Operating Policies For 


Travel Bureaus 


them money. 


elers’ needs. 


5. Discuss every possible 
angle of the trip with the customer. 


6. Offset the first three year’s cost of the bureau to the 
by a subsidy from the advertising department 
because of collateral benefits accruing. 


change their minds as they travel 
along. 

I do not believe in selling the most 
expensive accommodation just be- 
cause the traveler has money, but I 
believe in selecting the accommoda- 
tion suitable to their requirements. 

Above all, I believe in talking over 
every possible angle of a trip with 
the customer, even though they may 
have made their reservations through 
some other channel, and though the 
bank has no chance whatever of gain- 
ing anything financially on this ocea- 
sion. By doing this I advertise my 
experience to the customer who in 
turn remembers it on the next oeca- 
sion. 

A lawyer entering law does not 
make his reputation by expensive 
advertising but by successful proof 
in the eases he handles. And so it is 
with the travel business. A lawyer 
does not make his reputation nor his 


financial success over night but 


1. Prove to customers 
that your service is as 
good if not better than 
service rendered by a 
commercial agency. 


2. Encourage clients to 
consult you even if trans- 
portation and _ reserva- 
tions are already made. 


3. Make prospects re- 
alize your manager is a 
travel expert and that 
his purpose is to save  >Y 


4. Practice the policy of 
selecting accommoda- 
tions best suited to trav- 


builds his practice up on a solid 
foundation and over a_ period of 
years. This is exactly the case with 
the travel business in a bank. 

No bank should expect its travel] 
bureau to immediately 
become a financial sue. 
cess. It can do so if it 
employs good salesmey 
but it does not build up 
its reputation on a 
solid foundation. 

When a tourist com. 
pany, through its 
agent, sells a tour toa 
client and that agent 
is another commercial 
concern, any criticisms 
that may be provoked 
as a result of trouble 
during the trip are 
placed upon the tourist 
company which, of 
course, is to blame if 
there is any blame. 
But it has been proved 
experience that 
when the agent of the 
tourist company is a 
bank and _ anything 
goes wrong, the blame 
is placed upon the bank 
rather than upon the 
tourist company, be- 
eause the bank claims 
to advise its clients as 
best way to 
travel, and has fallen 
down. 

In other words, the 
bank travel bureau, 
for the commission without any of 
the profit, is assuming the responsi- 
bility of the tourist company and 
standing behind it. This is certainly 
not in line with the average bank 
policy. I, therefore, repeat that a 
bank has no right to measure the 
advantages of its travel bureau by 
its actual financial returns. 

It stands to reason that after the 
first year or two when bank clients 
and their friends realize that by 
visiting a bank travel bureau they 
ean get information pertaining to 
all trips and all ships and can be 
given unprejudiced advice based on 
actual experience, they will come in 
greater numbers every year until 
automatically the turn-over produces 
a profit for the bank, and from then 
on there need be no worry in this 
connection. 


During the first two or three or 
even more years when this bureat 


(Continued on page 26) 
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The Trained Banker’s Future 


Food for profitable thought on this subject of im- 
portance to every person engaged in bank work ' 


URING the association year 

of 1928-29, the administra- 
tion of Craig B. Hazlewood as 
A. B. A. president has been fea- 
tured by emphasis on bank ad- 
ministration. This is the subject 
that THE BANKERS MONTHLY has 
championed for years and con- 
sequently we believe that our 
readers will be helped by referring 
frequently to the quotations in 
this article on the subject. They are 
statements made by Mr. Hazle- 
wood during his time in office. 

Each quotation is a sermon in 
itself and should be fruitful of 
much thought. 

Printed ideas, after all, are of value 
primarily to start your thinking in 
the right direction and here you have 
some 14 such thought-stimulators. 


What Mr‘4Hazlewood Has Said 


Even the most casual student of 
banking must know that we now 
face a banking situation which pre- 
sents more real problems than bank- 
ers have had to meet in the past 
half century. 

santoniilijiiiaiati 

Loans for capital financing, which 
with excess loans, have played such 
an important part in bank failures, 
are being crowded out of our bank- 
ing program to make way for loans 
that are liquid. Extension of credit 
to be used in permanent assets or 
for fixed capital requirements is the 
function of mortgage and _ invest- 
ment banking. 

ne 

The well-managed bank inevitably 
follows the principle of having the 
assets in its secondary reserve ma- 
ture regularly so that there is a 
constant flow of available cash and 
a continuous revision of the invest- 
ment list. This, of course, is pre- 
cisely the same policy which is to 
prevail in making our local loans. 

siseniinanin 

Bank management is perhaps the 
most discussed subject in our bank- 
ing system. Bankers everywhere 
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By CRAIG B. HAZLEWOOD 


1929 President of the Tite American Bankers Association 


HE respon- 
sible 


of our banking 


heads 


institutions are 
keenly on’ the 


alert to detect 





talent or genius 


and develop it. 
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have definitely begun to realize that 
there are scientific methods of operat- 
ing a bank, ignorance of which spells 
failure, and a knowledge of which is 
the only key to banking success. 


siaieilitieti 
It is recognized that a bank can- 
not be successful unless it earns 


profits, that it cannot be profitable 
unless it enjoys the confidence of its 
community, and that it cannot en- 
joy this confidence unless it is liquid 
and safe. 
aap 
In order that banking may con- 
fidently meet the uncertainties of 
this future and, as the ‘key’ busi- 
ness, contribute all that it should to 
the business and personal well-being 
of the nation and the work, there 
must be more and better leadership. 
a 
The responsible heads of our bank- 
ing institutions are keenly on the 
alert to detect talent or genius and 
develop it. In the next five years 
there will be more and better oppor- 
tunities than we in this generation 
have ever had. But let me empha- 
size also, these opportunities will be 
exacting in their requirements. 
——s 
We are on the threshold of an era 
of scientific bank management. A 
few leaders among banking institu- 
tions have already attained remark- 
able results. The rank and file trail 
far back, coming along over the hills. 


First of all, the banker of to- 
day, and of the future, must 
know—he must have knowledge 
along the lines we have already 
diseussed. There are countless 
people who are crammed with in- 
formation, but totally lacking in 
knowledge. In place of guesses, 
conjectures, and prejudices, we 
must substitute knowledge. 

The difference between know- 
ledge and information, as I am 
thinking of it, is that knowledge 
is a clean-cut grasp of all the 
facts you need in order to solve 
your problem; while informa- 

tion is ill-assorted, encyclopedic, but 
not necessarily complete and _ per- 
tinent. 
niiilipittiaia 
The banking business, frankly, 
was for many years transacted be- 
tween four stony walls. It grew to 
be a hard and cold business. It at- 
tracted the mathematical, caleula- 
ting type of individual. And: for 
many years it suffered from the 
leadership of men who mentally 
were slaves to tradition. It is within 
the present generation that banking 
has very largely broken away from 
behind the bars, and without sacri- 
ficing its ability to pass wpon credits 
with cool judgment, it has given 
some rein to constructive imagina- 
tion. 
sesttaniasiasiiaaibih 
Cultivate the thinking habit and 
the ability to think. Do not be 
carried away by the idea that in this 
day of rush and hurry there is some- 
thing sacred about the snap judg- 
ment of the go-getter. 
seit 
Too many bankers have looked at 
the problem of declining profits as a 
hopeless one. They lacked the im- 
agination to dream of a better day. 
Some have set up wrong standards 
and thus brought their institutions 
to grief. They lacked knowledge. 
Others have misinterpreted the 
figures and have arrived at conclu- 
sions that involved them in trouble. 
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Mergers—Consolidations— Affiliations 


Reveal the benefit of | 


Improved Director Supervision 


By F. K. McPHERSON 


Vice President, First Wisconsin National Bank, 
Milwaukee, Wis. 


a recent years several out- 
lying banks have become af- 
filiated with the First Wisconsin Na- 
tional. These banks are operated as 
independent units, ordinarily retain- 
ing their own officers, and the in- 
dividuality of each institution is un- 
altered through the affiliation. 
Therefore, the officers continue to 
take the same keen interest in the 
growth and progress of their banks. 

Our chief suggestions to newly af- 
filiated institutions are along the 
lines of systems and business proce- 
dure that will blend with the First 
Wisconsin’s methods. Suggestions 
are offered in a cooperative manner 
and receive at all times intelligent 
interest. 

Usually the first thing we do, when 
we are offered the opportunity of 
helping a smaller bank, is to prepare 
reports which enable the directors to 
compare the condition of the bank 
for the current month with the pre- 
ceeding month and with preceding 
years. 

These monthly reports are so item- 
ized that every figure is placed in a 
line beside similar figures for preced- 
ing months. This shows each direc- 
tor at once whether the bank is gain- 
ing or losing in each item. Inasmuch 
as each one has the sheet in his own 
hands, he ean study it and mark it 
as a basis of questioning the officers, 
during the course of the meeting. 

This not only shows the director 
the trend of the condition of the 
bank, but it also gradually educates 
him to the importance of the various 
items. 

If our stock ownership in the bank 
is sufficient, we put an officer of our 
bank on the board or, if we do not 
do that, we send an officer as an un- 
official adviser to the directors’ meet- 
ings. This man, with his wider ex- 
perience and his thorough training 
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COMPARATIVE STATEMENT 


emma. eee oe ee ee 


ltingeR 31 


RESOURCES 
Loans and Discounts 
Past Due Loans 
Personal Loans 
Real Estate Loans 
Government Securitic 
Investment Securities 
Stock in Federal Reserve Bank 
Accrued Interest Receivable 
Cash and Due from Banks 
Bank Building 
Furniture and Fixtures 
Other Real Estate 
54% Redemption Fund 
Other Assets 
Cash Variations (Short) 


Total 


LIABILITIES 
Capital 
Surplus and ( ndrvided Profits 
Reserve for Bond Depreciation 
Reserve for Interest and Expen sw 
Reserve for Ins. Premiums, Exc 
Reserve for Taxes 
Reserve for Depreciation 
Special Reserve 
Unearned Discount 
Deposits Demand 
Deposits Time 
Circulation 
Bills Payable and Rediscounts 
Other Liabilities 
Cash Variations (Over) 


At the Close of Business ,19 


Ment PAR Ves 
Te lastrenry LAST MONTH 





Total 





Overdrafts, No. 

Reserve 

Earnings for Month 

Earnings January Ist to Date 

Number of Checking Accounts 

Number of Savings Accounts 

Number of Xmas Savings Accounts 

Ave. Bal. per Checking Account 

Ave. Bal. per Savings Account 

Ave. Rate on All Loans (Not Securities) 





This Monthly Statement Enables Directors— 


m= CO Ww 


100% of profitable accounts. 


in our methods of auditing and 
checking, will prove very helpful in 
case a question comes up or an im- 
pertant detail is omitted. 

The second form handed to diree- 
tors is an analysis of profit and loss 
and expense. The first column on 


. To compare the items each month with previous statements. 
. To learn why some items fluctuate. 

. To discover a variation that serves as a warning. 

. To keep in touch with the bank’s progress toward a goal of 


this sheet gives the monthly average 
for the previous year, the second col- 
umn the actual figures for the month 
a year previous, the next column the 
figures for the present month and 
the last column the figures for the 
months so far this year as compared 





BANKERS MONTHLY OCTOBER 1929 






—=- ~~ oo 


wa ak aan a on 











its. 


of 


age 
col- 
nth 
the 
and 
the 
red 


1929 








to the figures in the fourth column 
which are the figures for the same 
months of the previous year. 

So complete is the analysis of both 
income and expense on this sheet that 
the presiding officer cannot forget 
any item. Naturally, he has an op- 
portunity to see these reports before 
the directors’ meeting and he ean 
anticipate questions that are likely to 
be asked and be prepared to answer 
them. 

The next sheet in the portfolio is 
a complete analysis 
of loans over $500 
made or renewed dur-, 
ing the month. This 
report indicates not 
only the name of the 
borrower, but whether 
the note is original, 
renewed or partly re- 
newed, the rate, the 
amount, the security, 
(endorsed, or secured 
by collateral) whether 
a direct or indirect 
loan, the line of eredit, 
and the net worth of 
the borrower. A 

Naturally, with all } 
of this information in - 
writing in his own 
hands, no director 
ean have any excuse 
for neglecting his 
duty as supervisor of 
loans. 

Each bank, of 
course, has a discount 
or finance committee, 
and this committee 
passes upon loans. 
One of the reports we 
arrange to have 
placed in the hands of 
each director is a list 
of all loans made 
since the last meeting. 
This loan list is com- 
plete in every detail so that the diree- 
tor may have a picture of each loan. 

Another report includes a list of 
loans that have been paid. Another 
is a list of chargeoffs. Still another 
is a list of loans that are of doubtful 
value. 

We have found in our own bank 
that the two important things to 
watch are expenses and bad loans, 
and when we provide a board of 
directors with a complete analysis of 
expenses with something to check 
them against, and with a complete 
list of loans, we are placing in their 
hands all the means possible, unless 
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Control expenditures 
Direct investments 
Prevent losses 
Anticipate changes 
Increase safety 


Stabilize profits 


it be advice which we are able to give 
from time to time, to determine the 
best policies, or the readjustment of 
policies, for improving the condition 
of the bank. 

The directors’ judgment on secur- 
ity purchases is 
secured by 
making a_ re- 
port in writing 
at each meef- 
ing on bonds 
purchased and 





With Complete Written Reports 


Directors Can— 


Advise officers 


counts 


Build business 


bonds sold. Information regarding 
bonds purchased includes descrip- 
tion, amount, price, rate, maturity 
and where purchased. Of special in- 
terest to directors is the maturity 
and the place purchased. 

In giving the list of bonds sold, the 
description, amount and profit or 
loss is recorded. In ease bonds are 
sold at a loss, naturally the directors 
want to know why. And this gives 
rise to discussions that are educa- 
tional and important, for the officers 
responsible for purchase and sale of 
bonds must, of course, have a good 
reason for their actions. 








Influence depositors 


Establish policies 
Forestall closed ac- 


Increase income 





This report also includes an item 
showing the total amount of eall 
loans and the total commercial paper 
on Hand. 

Another form reports over-drafts 
and cash items. Not only the name 

and amount of over-draft is 

given but the date the over- 

draft oceurred. Space is al- 

lowed on this sheet for com- 

ment, so that  explana- 

tion may be made. This 
report is considered .im- 
portant enough to be 
signed by three per- 
sons in the bank. The 
first signature is of 
the person preparing 
the report. The second 
signature is of the 
person checking the 
report, and the third 
signature is of the of- 
ficial in charge of the 
bank. Thus the direc- 
tors have evidence 
that this report is be- 
ing given the atten- 
tion it deserves. 

Another form re- 
ports past-due paper, 
and here the direetor 
is Shown the maker, 
the endorser, guaran- 
tor or collateral, the 
amount of note, the 
due date, and _ re- 
marks. This report is 
also signed by three 
officials of the bank. 
Naturally, the diree- 
tors must give this re- 
port very careful at- 
tention, for it repre- 
sents one of the 
sourees of a bank’s 
greatest losses. Very 
often the directors can 
suggest something to 
be done that prevents 
the note from becoming a loss. Fre- 
quently they volunteer to do certain 
things themselves. 

To keep the directors personally 
interested in the growth of the bank, 
a report is made in writing, listing 
all new bank accounts. Thus the 
director is kept up to date as to the 
list of customers. At the bottom of 
this report a figure shows the total 
number of banking accounts and the 
gain or loss in number of accounts 
since the last report. 

Special attention is always given 
by the directors to the instructions 
our officer gives as to what expenses 
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A Monthly Income and Expense Study — 
1. That reveals the details of a bank’s two greatest sources of 
loss—bad loans and excessive costs. 


2. That enables directors to control expenses and minimize 
loan losses. 


3. That furnishes the basis for policies that make the bank 
safer and put it into a better earning position. 


4, That serves as a basis for salary control. 


Note—This report is accompanied by detailed lists of all new loans, renewed notes, past-due paper, securities 
bought, securities sold, overdrafts, and closed accounts. 





ought to be. And they are soon able 
to give considerable help in pointing 
out items that ought to be reduced. 
Very often, it is the salary item that 
is too high. Various conditions are 
the cause of the salary roll being in- 
creased beyond what the business of 
the bank will stand. When this con- 
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dition exists, it sometimes requires 
considerable readjustment before it 
ean be corrected. Occasionally it is 
possible to arrange for the transfer 
of one or more officers. 

On another sheet the director re- 
ceives a list of closed checking ac- 
counts with the reason for closing in- 


dicated in each case. Sometimes an 
account can be salvaged because of 
some influence a director may have, 
and this report is well worth while. 


In the same way, new savings ae- 
counts over $1,000 are reported when 
opened or when closed, and the sum. 
mary of the total number of savings 
accounts and the gain or loss for the 
month is shown. 


Directors Offer New Account 
Suggestions 


Finally, the director is reminded 
of the fact that much of the profit of 
his bank depends upon a certain few 
profitable accounts. A list of com- 
mercial accounts in the bank with 
balances of $10,000 is supplied him 
from month to month. Very oftena 
name on this list inspires a director 
to make a eall or to suggest that an 
officer make a call. Sometimes the 
name inspires a suggestion that re- 
sults in cementing the friendship of 
the customer. 


All this gives, as you see, and op- 
portunity to make four comparisons, 
and usually when these are made, 
either the directors are satisfied that 
the profit and loss situation is satis- 
factory, or else they find some item 
in it that needs attention. In the 
same way, they are able to point out 
any expenses that appear to be too 
high, or (in rare cases) some expense 
that appears to have been neglected. 


You will readily see, I am sure, 
that this is a plan that can just as 
well be carried out by any bank. 
When it is first proposed, the officer 
upon whom the directors must de- 
pend for these reports is inclined to 
feel that it is going to be a lot of 
extra work for him, but even if it is 
extra work, it is worth far more than 
it eosts. As a matter of fact, when 
the officer gets in the routine of han- 
dling the job, it is no work at all. 


What Savings Advertising Is 


Advertising for savings business is 
more than just the securing of a de- 
posit ; it is more than just the secur- 
ing of the increase in our own assets. 
It is creating the desire to save as 
one spends, and instilling thrift and 
industry in our people—Marjorie E. 
Schoeffel, Secretary-Treasurer, 
Plainfield Trust Company, Plain- 
field, N. J. 
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Closed This Bank 


N experience that shows it is better for 
directors to save a bank than to close 
it and run the risk of being sued by stock- 


holders for incompetence. 


By F. LEE MAJOR 


Vice President, Boatmen's National Bank, St. Louis 


8 § PF | alll aria ‘Ts this 
Mr. Andrews the bank ex- 
gt ih ee ‘*Can you come 


to Brent? We are having trouble 
and my directors want you to come 
at once. I can’t tell you about it 
over the "phone but we need you.’’ 

John Andrews alighted from the 
train, Cashier Jones and Director 
Green were there to meet him. 

Andrews had examined the Bank 
of Brent before, and knew its condi- 
tion and that some of its directors 
had borrowed large amounts from it. 

After greeting the examiner, Mr. 
Green said, ‘‘Mr. Andrews, we are 
in a bad mess and our directors be- 
lieve you can help us. We thought 
best not to meet at the bank tonight 
so when you get your room at the 
hotel we will meet you there.’ 

A few minutes after the examiner 
had gone to his room, the directors, 
seven of them, came in one by one. 
Andrews wasting no time after their 
arrival, asked, ‘‘Gentlemen, what is 
your trouble?’’ 

Mr. Green seemed to be the spokes- 
man, not waiting for anyone else to 
answer—‘‘It’s this way, Mr. An- 
drews. You know the condition of 
our bank. I own a large amount of 
the stock and so does Mr. Wren, our 
president. Both of us owe the bank, 
as do some of the other directors. 
You have been after us pretty hard 
about these loans but I'll tell you 
frankly, some of the directors, par- 
ticularly Mr. Wren, can’t pay now. 
There has been a great deal of dis- 
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ver-Borrowing By Directors 


cussion about this, some ill 
feeling has arisen and the 
board can’t agree, except on 
one thing—that you must 
sell the bank for us.’’ 

‘*But,’’ said the examiner, 
‘‘that is not my business.’’ 

‘* Well if you can’t sell the 
bank we will turn-it over to 
you.’’ 

““Do you mean, gentle- 
men,’’ asked the examiner, 
‘if I cannot sell your bank 
you would close it on account of your 
personal differences? That would 
be a very extreme measure. Surely 
you would not be willing to have 
your bank closed because you cannot 
agree among yourselves.’’ 

‘*Yes, we have decided that is the 
only course left.’’ 

**But,’’ replied the examiner, 
‘“would you tie up your depositors’ 
money in that way? You know your 
stockholders are liable for an addi- 
tional amount equal to the par value 
of their stock. I know you have some 
slow assets and a liquidation is al- 
ways disappointing. The losses may 
be much larger than anticipated. A 
bank failure is extremely costly and 
would injure your community far 
more than you can imagine. You 
gentlemen have no idea what it 
means to be officers and directors of 
a failed bank.”’ 


‘‘That may all be true, but unless 
you can get some one to take over 
the bank, we turn it over to you,’’ 
replied Mr. Green. 





T seemed a shame to let the bank close for, 
while it had some slow assets, enough that new 
capital was necessary, yet, this being accomplished, 
the bank would be in good shape with a nice business. 


John Andrews lost no time and 
early next morning was in conference 
with certain gentlemen whom he 
thought would be interested in sav- 
ing the bank. Conferences were held 
all day and far into the night. It 
seemed a shame to let the bank close 
for, while it had some slow assets, 
enough that new capital was neces- 
sary, yet, this being accomplished, 
the bank would be in good shape 
with a nice business. 

But Dame Rumor worked too fast 
and the next day it was necessary 
to close the bank. 


But that is not all of the story. A 
new bank was organized which took 
over the old one after its stockholders 
had been assessed 100% on their 
stock. That, however, didn’t end 
the directors’ troubles. A number 
of the stockholders brought suit 
against them for the loss on their 
stock. Just what these suits will 
cost the directors cannot now be told 
for the eases have not yet been tried. 
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Safe Loans And Discounts 


Their position in the financial structure and under- 
lying policies to insure safe and profitable banks 


By H. N. STRONCK and J. EIGELBERNER 


: developing a series of articles 

on the analysis and control of 
loans and discounts, it is interesting, 
and valuable, to first view the situa- 
tion, in a broad way, as to the posi- 
tion of loans and discounts in the 
financial structure of commercial 
banks and then the underlying 
structure of the aggregate of loans 
and discounts. 

Banking policies, as to diversifica- 
tion of assets, are changing. One 
of the lessons taught by the era of 
bank failures is that it is dangerous 
to overconcentrate on any one form 
of asset; that management must be 
for both liquidity of position and 
profits. 

Definite and sound financial pro- 
grams as to conversion of funds and 
diversification of assets are com- 
mencing to play a major role in 
modern bank administration. Many 
of the old and rather commonly ac- 
cepted theories of financial manage- 
ment of country banks have been 
proved unsound. 
Hence, one of the 
major problems now 
confronting. bankers is 
to develop sound prin- 
ciples of diversifica- 
tion, principles which 
will stand the test of 
all times,—and develop 
methods for applying 
these principles. 

These new principles 
of diversification have 
already had a decided 
effect upon the finan- 
cial structures of many 
banks, especially 
eountry banks, for it 
was in this same coun- 
try bank field where 
the majority of bank 
suspensions occurred. 
In practically all of 
these suspensions, the 
major cause was an 
over-extension of some 
types of assets, prin- 
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Consuitants to Banks and Bankers 
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cipally local loans. In many of these 
banks, practically all of the deposit 
funds, outside of cash requirements, 
were converted into local loans. As 
the turnover of these loans became 
less and less, and at the same time 
deposit funds diminished, the pri- 
mary cash reserve was soon exhaust- 
ed and since these banks had no, or 
not an appreciable, secondary re- 
serve, to say nothing of an invest- 
ment account to draw upon, the 
result was inevitable. 

Bankers are commencing to real- 
ize that an overextension of local 


AA 


HIS is the introductory 
article in a series that is 
destined to be a veritable train- 
ing course for all bank officers. 
The general subject is, “The 
Evaluation and Control of 


Credit Risks.” 


Food For Thought On 
Loan Making 


1. It is dangerous to overconcentrate on 
any one form of asset. 
2. Management must be for both liquidity 
of position and profits. 
3. One of the major problems now con- and discounts in the 
fronting bankers is to develop sound prin- 
ciples of diversification—and develop methods 
of applying these principles. 
4. The major cause of bank suspensions is 
an overextension of some types of assets, 
principally local loans. 
5. Local credit accommodations should be 
of the selective type and no large proportion 
of deposit funds should be tied up in con- 
tinuous or slow-turning local lines. 





loans, especially if many such local 
loans have a characteristic of con- 
tinuity, is dangerous to the de- 
positors, stockholders and the con- 
munity. Overextensions of local 
loans are not of benefit to the pro- 
gress of the community in the long 
run, for all of the apparent benefits 
derived by the community during 
the period of overextensions are 
far more than wiped out by one 
bank failure. 


Buffer For Loans Advocated 


The writers do not advocate a 
drastic curtailment of local loans. 
It would not be a good policy for 
bankers to completely reverse them- 
selves, for such extreme conserva- 
tism would be of detriment to the 
progress of the bank. However, it 
is advocated that an ample “‘buffer,”’ 
in the form of liquid assets, be 
placed before a local loan demand 
which may not be represented, to 
an appreciable extent, by collateral 
itself liquid in nature, 
or by rapidly turning 
loan lines. 

Local eredit accom- 
modations should be of 
the selective type and 
no large proportion of 
deposit funds should 
be tied up in contin- 
uous or slow turning 
local lines. 

The position of loans 


financial structure of 
commercial banks in 
1928 is clearly indi- 
eated by the table of 
This table 

percent- 


resources. 
reflects the 
ages of the major 
groups of assets to 
total assets of all na- 
tional banks in each 
stateshown. The states 
selected represent the 
principal types. 
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Principal Items of Resources of National Banks 
(Averages of all National Banks (1928) in Each State) 


% OF TOTAL RESOURCES 


Cash and Due 
from Banks 


Real Estate 
Loans and 


an 
Discounts Investments Equipment 





pe ere a We. 
Idaho... . 21 
Illinois. . . 17 
Indiana. ... 16 
Ba 18. 

Kansas.... 21 
Louisiana... ; 18 
10 

Michigan... 15 
Mississippi. . . . 16 
Nebraska....... 24 
New Hampshire. j 14 
Oklahoma 23 
Oregon........ 19 
South Carolina. 16. 
Tennessee. ..... 19 
cae ; ; 23 
Washington........ 20 
West Virginia ; 13 
Wisconsin ; 16 
Weighted Average. . 
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Where Bank Failures Are 
Unheard Of 


It is interesting to contrast the 
positions of various states. The two 
states representing New England— 
Maine and New Hampshire—have 
less than 50% of their resources in 
the form of loans and discounts and 
they have substantial investment ac- 
counts. In these states we find 
seasoned country banks with records 
of strong financial programs, and 
bank failures are practically un- 
heard of. 

Note the splendid position in 
some of the states which passed 
through the era of excessive bank 
failures, such as Idaho, Iowa, Kan- 
sas, Nebraska, Oklahoma, and Texas. 
All of these now indicate either good 
cash positions, good investment 
positions, or both. Note how a few 
other states have a far greater per- 
centage of loans and discounts than 
the average, such as Alabama, IlIli- 
nois, and notably Louisiana, Missis- 
sippi, Tennessee and West Virginia. 

The table clearly indicates that 
approximately one-half of the as- 
sets of even relatively sound banks 
are represented by loans and dis- 
counts and hence it is of utmost im- 
portance that methods be devised, 
and applied, which will safeguard 
this group of assets. 

The object of this series of articles 
will be to illustrate the best policies 
and methods for the evaluation and 
control of credit risks, policies and 
methods which have stood the test 
of time in many banks. 

In order to obtain a general view 
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of the underlying situation, as to 
diversification, of this aggregate of 
loans and discounts in the national 
banks shown in the previous table, 
we present, in another table, the 
security diversification of loans and 
discounts and also the percentage of 
eligible paper to total and 
discounts. 


loans 


By referring to this table, it is 
interesting to observe the wide 
variation in the ‘‘make up”’ of loans 
and discounts. 

Unsecured loans, that is loans not 
secured by collateral in some form, 
vary from as low as 37.9% for 
Oklahoma to as high as 67.6% in 





Tennessee. 
is 54.8%. 

This indicates that, broadly speak- 
ing, one half of all loans are of a 
type where, in order properly to 
evaluate the credit risk and protect 
the principal, it is necessary that a 
comprehensive and accurate analysis 
be made of the capacity of the bor- 
rower to pay the loan. It is in this 
type of analysis that considerable 
progress must be made in order to 
safeguard banks against credit losses 
and undue proportions of ‘‘frozen’’ 
leans. 

The percentage of loans secured 
by stocks and bonds is subject to 
extreme fluctuations, from as low as 
6.7% in Nebraska to as high as 
34.3% in New Hampshire. Usually, 
in the older and more settled bank- 
ing communities, this percentage is 
high, for the population has accum- 
ulated wealth in the form of bonds 
and stocks. In the newer and 
pioneer communities, there exists a 
lack of such securities as a_ basis 
for loans. 


The aggregate average 


Types of Loans That Fluctuate 
Widely 


Loans secured by other personal 
securities, primarily warehouse re- 
ceipts, bills of exchange, ete., fluetu- 
ate rather violently, from as low as 
4.3% in Indiana and 4.9% in New 
Hampshire to as high as 40% in 
Oklahoma. The reason for high per- 
centages in some of the Western and 
Southwestern states is a high de- 

(Continued on page 30) 


Security Diversification of Loans and Discounts 
(Average of all National Banks in each state) 
Per cent of Total Loans and Discounts 


One 
or more 
name 
paper 
unsecured 


Stocks 
and 
bonds 


SECURED BY 


Other Legal Other 
personal real real 
securities estate estate 


Eligible 
for 
rediscount 





Alabama. . nes 48.8 15. 
Idaho...... : 51 11 
Illinois... ... : 66. oP 
Indiana. . 62. 18 
RE lire 5 K kanes 59. 10 
eM 64s <0 49. 11 
Louisiana. wiht aa 53. 19. 

; 54. 29. 
Michigan........ 46. 30 
Mississippi. . . . 48. 14 
Nebraska...... 54. 6. 
New Hampshire... 55 34. 
Oklahoma........ 37 14. 
Oregon 59 
South Carolina... . 49. 
Tennessee 67. 
Texas 44 
Washington...... 53. 
West Virginia..... 58. 
Wisconsin. . . : 56 
Weighted Average 54 
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More Loans—More Profits 


Safer Banks 


By JOHN Y. BEATY 


The first of a series on financing farm equipment 


N every farming community, 

there is finaneing being done 
by organizations other than banks 
and in most eases, the paper goes 
outside of the community. Nat- 
urally, your bank cannot expect 
to realize a profit from the loans 
someone else makes. 

A study of this situation shows 
that it is entirely possible for the 
local banks to secure at least the 
best of this paper and make not 
only the usual interest but in 
many cases, an additional dis- 
count. 

Much of this paper originates 
from the sale of farm machinery. 
Such notes are quite commonly 
made to run for two falls with 
payment due at the end of each 
harvest season. 

The notes usually originate at 
the time the local machinery deal- 
er makes the sale. Instead of of- 
fering the farmer a cash discount 
for immediate payment, many 
dealers are in the habit of sug- 
gesting that the equipment be 
paid for in two or three install- 
ments. The dealer often does not 
suggest that the farmer borrow the 
money from the bank, but rather of- 
fers to take the note himself. 


Communities Lose From Outside 
Financing 


The note is then disposed of, after 
the dealer endorses it, with a finance 
company or with the manufacturer 
of the equipment. Thus the finane- 
ing is done entirely by an outside or- 
ganization and the local community 
actually loses the benefits, for not 
only is the regular amount of inter- 
est paid to an outside organization, 
but in addition, a financing fee is 
necessary. 

One manufacturer has estimated 
that at least half of the paper result- 
ing from the sale of farm equipment 
is safe enough for the local bank to 
buy without any endorsement. If 
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How The Community 
Loses Through 
Outside Financing 


1. Outside loans cost more. 


2. Legitimate credit lines are 
in danger of over extension. 


3. The banker loses much of 
the personal touch he should 
have in order to keep his bank 
safe. 


4. Home loans keep the in- 
terest money in the community 
—outside loans take it away. 


5. Benefits are lost to the 
farmer, the dealer and the 
banker from cash discounts 
allowed by the manufacturer. 


v v 


that is true, the local banker should 
certainly see to it that he has oppor- 
tunity to buy that paper. 

It appears that, in order to make 
such an arrangement, the banker 
will, in most cases, need to take the 
initiative. 


Talk With The Local Dealer 


Probably the first step is to call 
in the local machinery dealer or go 
to see him at his place of business 
and get some information as to his 
business and the quantity of pay- 
ment sales he is making. Some in- 
quiry as to the farmers who have 
bought equipment will give the 
banker an idea of the value of the 
paper available. 

The suggestion that the bank will 
be willing to take all paper that is 
considered safe, will likely appeal 


to the dealer who needs help. 

Either of two arrangements 
might be made. Either the bank 
might ask the dealer to endorse 
all notes and then take them with 
the understanding that if the note 
is not paid, the dealer must pay 
it; or else the banker can agree to 
take such notes that his board of 
directors approve without the 
dealer’s signature with the under- 
standing that the dealer will allow 
the bank the usual cash discount. 


Extra Discount Possible 


In the second ease, the transac- 
tion is just like a cash sale to the 
dealer and certainly the dealer 
will be willing to allow the same 
cash discount to the bank that he 
would allow to the farmer if the 
farmer had paid cash. 

Thus the bank has opportunity 
to secure additional revenue, and 
this eash discount in itself may 
prove to be quite an item in the 
course of a year. 

It is easy to see that if all paper 
the bank takes is endorsed by the 
dealer, the bank would reach a 

limit in a comparatively short time 
beyond which it could not rightfully 
go. Thus its possibilities for profit 
in this type of paper might be re- 
duced. On the other hand, if it does 
not require the dealer’s endorsement 
on the notes of good farmers, the 
total quantity of such paper may be 
unlimited. In this way the bank is 
perfectly safe and still has a margin 
for loans to the dealer in case of 
necessity. 

It is possible that in some cases, it 
might be well to use both methods. 
On all notes the bank directors ap- 
prove, the dealer would not place his 
endorsement but would allow cash 
discount. Notes the bank directors 
would not approve without endorse- 
ment, the dealer would endorse and 
no discount would be allowed. 


(Continued on page 28) 
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By FRANK FUCHS 


Your Job Depends On You 


A message to bank advertising managers 


Advertising Manager, First National Bank in St. Louiseand Director 


HE importance and success of 
your job in your institution de- 
pends on you. You can make it or 
break it—you can’t get away from 


the fact no matter how you con- 
sider it. 
The lessons I 


learned, during 
the years I have 
had the privilege 
and pleasure of be- 
ing identified with 
the financial adver- 
tising profession, 
are always in my 
mind. 

Apparently there 
is much difference 
in opinion regard- 
ing the advertising 


manager. I have 
often heard that 
the advertising 


manager of the av- 
erage bank is not 
considered an im- 
portant official. He 
is just an advertis- 
ing man and not a banker. This may 
be true with some banks, and per- 
haps this is one of the principal rea- 
sons why they do not list the names 
of their advertising managers on 
stationery and statements. 

We find managers of other depart- 
ments listed, but the manager of the 
advertising department, for no good 
reason, is generally omitted, unless 
he has the title of assistant vice or 
vice president. 


At the outset, let us consider and 
visualize for a moment, the qualifica- 
tions of the advertising manager of 
a bank. To be able to sell his bank’s 
service, he must be thoroughly fa- 
miliar with his institution, its im- 
portance in the community, its direc- 
torate, officers, in fact, entire per- 
sonnel. He should know how every 
department of service functions. 
Briefly, like the manufacturer, he 
must have a thorough understand- 
ing of his organization, his product 
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“Let's measure up 
to what lies ahead” 


of The Financial Advertisers Association 


and his market, to advertise success- 
fully. 

He should be a big man, with big 
conceptions, surround himself with 
big men in his institution. He should 
be aggressive, and 
do big things. He 
must be public 
spirited, interested 
to a certain extent, 
in civic affairs. He 
must be a capable 
representative of 
his bank at publie 
or social affairs, 
and, with discre- 
tion, make himself 
popular. He must 
respond to good 
music, good stories, 
and good friends. 
He must see the 
humorous and joy- 
ful things in life, 
and yet be serious 
and dignified. He 
represents an in- 
tellectual class, and 
must be widely read to keep abreast 
of the times, and thoroughly in- 
formed, because he is a thinker, a 
planner, a doer. 

He must devote time to a study of 
the art of financial advertising, and 
of the psychology of the human 
mind, to thoroughly investigate and 
pass Judgment on various advertis- 
ing plans and media. To write ef- 
fective, intelligent copy on thrift, 
sound investments, protection of 
estates, etc., he must have vision and 
a knowledge of his subjects, in order 
to bring his copy to the attention of 
the persons to whom it is directed. 


Keep the Officers Sold On 
Your Job 


Nevertheless, the advertising man- 
ager, in the minds of many high bank 
officials, is just a copy writer, a lay- 
out man, a space buyer—an adver- 
tising man whose services could easily 
be dispensed with, and never missed. 


_ 


The only logieal reason he is on the 
payroll is that someone in the institu- 
tion conceived the idea to advertise, 
because other banks were advertis- 
ing or it seemed to be the trend of 
the times. 

Who is to blame? Obviously, it is 
the advertising manager himself. 

I believe one of the greatest re- 
sponsibilities that confronts the av- 
erage bank advertising manager to- 
day, is to keep everyone in his insti- 
tution sold on the importance of his 
job—directors, officers, employees, as 
well as stockholders. 

Advertising, is just as great a force 
in banking today as in any other 
business. Of course I mean construe- 
tive, sane, sound, and well-planned 
financial advertising. It must re- 
flect the personality of the institu- 
tion producing it. Such advertising, 
to say the least, builds good will, and 
increases intensified publie con- 
fidence for any institution, yet in 
the average bank, few will admit it. 


Naturally, I do not mean the ad- 
vertising manager should misrepre- 
sent, be egotistical, or ‘‘ wear out his 
welcome’’ with his organization. As- 
suming he qualifies, he can with dis- 
cretion easily become just as popular 
and important as any member in the 
official family, with a few exceptions. 

If he continues to keep himself 
shut up in his office (usually located 
in a remote part of the bank) too 
modest or too busy writing copy to 
come out occasionally and make his 
presence known to the officials and 
employees of his institution, he ean 
hardly expect the recognition a man 
of his ability is entitled to. No one 
in his institution is aware of what he 
is doing, or gives a rap, except the 
‘* official in charge of advertising’’ to 
whom he is held responsible. 


Keep Employees Informed 


Employees as a whole, little real- 
ize what their bank is doing in the 
way of advertising. They have other 
responsibilities and advertising 
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does not interest them. They are 
blissfully ignorant of what it is all 
about. This is true also, with many 
bank officials. As long as this con- 
dition prevails, the advertising man- 
ager will continue to remain what he 
is in his organization, and financial 
advertising naturally will be consid- 
ered a necessary evil 
or an unnecessary 
expense. 

There 
splendid 


are many 

opportu- 
nities for a_ wide- 
awake advertising 
manager to sell him- | 
self to his institu- 
tion. The first step 
in this direction is 
to keep his directors 
and officers thor- 
oughly informed as 
to just what he is 
doing to make their | 
bank one of the best 
advertised banks in 
the community. This 
ean be done by fur- 
nishing these indi- 
viduals glazed paper 
proofs of all news- 
paper  advertise- 
ments released in 
local papers, inform- 
ing them just when 
the advertisement 
will appear, and en- 
ecouraging them to 
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pend on internal cooperation and 
therefore feel our copy is not over- 
selling, but is sane and sound. 
Specimens of all direct mail ad- 
vertising (to proper individuals) 
can be handled the same way. Some- 
times it is a good plan to offer em- 
ployees substantial cash prizes for 


has not alone the re- 
sources equal toall business 
needs; but because of its 
personnel and experience 
is a center to which busi- 
ness, large or small, turns 
for advice and guidance. 


| 
read the copy care- FIRST NATIONAL BANK 
fully, so they will be | ©) BROADWAY — LOCUST ~ OLIVE 


in a better position 
to back it up. This 
should also be done 
with contact em- 
ployees. 

I know one advertising manager 
who is doing this successfully. The 
following message is typed on the 
bottom of his proofs. 

‘‘We do not want to over-sell the 
bank’s services with our advertising. 
Please read what we have to say 
and make every effort to live up to 
our copy.’’ 

This is sent principally to contact 
employees. Officers also get proofs 
with notation ‘‘Back up our adver- 
tising.’’ Suggestions and criticisms 
are invited, which encourages read- 
ing. I have followed this plan and 
our entire personnel is now support- 
ing our advertising. 

I have been told by some critics 
that our institution sometimes pro- 
duces bold advertising. Well, per- 
haps we do, but I realize I can de- 
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“TI have been told by some critics that our institution sometimes produces bold 
advertising. Perhaps we do, but we have internal cooperation to make it effective.” 


short essays on the bank’s advertis- 
ing copy or ecampaigns—another 
good method to encourage employees 
to read and familiarize themselves 
with the advertisements. 

Some banks have their best adver- 
tisements enlarged and framed and 
displayed in the bank’s lobby. Offi- 
cials, employees and depositors notice 
these advertisements, which are per- 
haps overlooked in the newspapers. 
Specimens of direct mail advertising 
placed in racks in bank’s lobby, and 
on check counters, always attract at- 
tention. This not only keeps the 
publie informed but impresses them 
with the fact that the advertising 
manager is on the job. 

I have always found it practical, 
whenever the occasion presents itself, 
usually at our annual dinner meeting 





for officers and employees or a speciaj 
meeting for contact employees, to 
make every effort to be placed on the 
speaker’s program. 

These meetings are usually held to 
build good will and good fellowship 
among employees, and suggestions 
are usually made by senior officials to 
improve the bank’s 
services. This is a 
splendid opportu- 
nity for the adver. 
tising manager to 
outline briefly what 
the bank is doing in 
the way of advertis. 
ing, (media, copy, 
appropriation, and 
so on) and ask the 
cooperation of every- 
one, especially those 
coming in contact 
with the public to 
“live up’’ to the 
bank’s advertising. 

If he is ealled 
upon by a senior of- 
ficial, employees are 
usually anxious to 
hear what the adver- 
tising manager has 
to say. They realize 
his message must be 
important and that 
he is recognized as 
one of the important 
officials of the bank. 
They immediately 
have a_ different 
opinion of him and 
his responsibilities 
—this affects officers 
in a similar way to 
a certain degree. 

To make himself 
a valuable asset to his bank, the ad- 
vertising manager should be actively 
engaged in outside affairs provided, 
of course, this does not interfere too 
much with his work or involve too 
much of the bank’s time. 

Serving on important committees 
of various civie organizations, out- 
standing business and social clubs, 
ete., reflects his institution favorably 
and gives him prestige—both inside 
and outside of the bank. Public ad- 
dresses occasionally, and publicity in 
local papers on his addresses, carry 
considerable weight. 


‘ 


There’s an old saying ‘‘you can’t 
keep a good man down,”’ but I be- 
lieve there are some darn good bank 
advertising men kept down because 
they are too timid to ‘‘kick over the 


(Continued on page 36) 
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Lights will be blazing tonight 
IN MANY A NEW ENGLAND TOWN 


nN Attleboro, a factory is humming 
I twenty-four hoursaday turning gold 
into watch chains for next Christmas 
trade. In Bridgeport, a production man- 
ager, telegram in hand, wonders if three 
eight-hour shifts will turn out radio 
parts in time to meet a pressing order. 
In Worcester it may be grindstones, 
Portland—paper, Hartford—airplane 
motors—night shifts are working to 
meet the nation’s incessant demand for 
New England’s quality products. 


Two hundred and seventeen .sep- 
arate and distinct industries operate 
here, and New England’s prosperity, 
because of its amazing diversity, does 
not depend on any single one. 

Genuine opportunities exist here to- 
day for new ventures and for the expan- 
sion of enterprises already established. 
A bank which has served New Eng- 
land since 1784 will supply you with 
any facts about the territory you may. 
care to know. 


“FIRST 


NATIONAL BANK of 
BOSTON 


1784 * 


* 1929 


CAPITAL & SURPLUS $50,000,000 


New England ‘s Largest Financial Institution 
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Bank Failures Or 





Community Failures’? 


Some important ideas being presented at the annual conven- 
tion of the American Bankers Association at San Francisco. 


DV ANCE copies of speeches now 

being given at the annual con- 
vention of the American Bankers 
Association at San Francisco reveal 
some important new ideas. Some 
new facts regarding bank failures 
are revealed in the address of Max B. 
Nahm, vice president of the Citizens 
National Bank of Bowling Green, 
Kentucky, on the subject ‘‘Unit 
Banks.’’ Among other things Mr. 
Nahm says: 

““Out of 25,000 unit banks, 4,458 
banks closed their doors between 1920 
and 1928. True, no doubt, they 
would have closed their doors had 
they been chain, group, or branch 
banks. 

‘Not all of them failed. The com- 
munities failed. There was a pioneer 
need for banks at cross roads and in 
villages. Many were speculations 
started to sell safes, fixtures, and 
jobs. Their service and clientele 
passed on to the larger cities when 
hard sense operating on hard roads 
with cheap automobiles and trucks 
came. With these disappearing 
banks went the country store, the 
country doctor, the preacher and the 
inhabitants. They all went together. 
No group, chain or branch could 
have maintained a bank at such a 
place. Give a dog a bad name, and 
somebody will kill him, but do not 
put a curse on the unit bank for com- 
munity failures. 

‘‘In Minnesota a recent survey 
shows that 144 small communities, 
once provided with banks, no longer 
have business to maintain them. 

‘*To stay on the map, a town must 
locate factories or colleges or become 
a center of a net work of roads and 
draw from other towns. So we must 
not condemn a system because of 
seeming failures that would have 
destroyed any type of banking. 

‘*Good banking is not a matter of 
bigness or wide extent.”’ 


How Correspondent Banks Help 


Speaking along somewhat the same 
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Ideas On 
Community 
Building 


A banker without faith 
in the merchants and 
manufacturers of his town 
must not expect his town 
to grow. 


_—— 


It is just as important 
to get a new industry 
properly located in your 
town as it is to get it to 
come there in the first 
place. 


—__~——- 


While it is not wise for 
a bank to compete with 
its local real estate men, 
it is important that the 


bank does what it can to 
aid business in getting 
the proper location. 


—_——— 


The real location of 
important industry and 
retail business is some- 
times just as important 
in a growing city as the 
location of new business. 


—_—_~»——— 


The banker who cannot 
see beyond the door to 
his bank need not expect 
to have a very prominent 
part in the development 
of his community. 


—_—_——— 


No city grows until the 
new city has been a 
vision in the mind of 
some citizen. 





lines, George W. Davison, president 
of the Central Hanover Bank and 
Trust Co. of New York made some 
significant statements.’’ 

**T contend that we already have 
in our banking system what I believe 
to be more than an equivalent of 
foreign branch banking and its de- 
velopment will be consistent with our 
traditions. Long prior to the créa- 
tion of the Federal Reserve System 
banks throughout the country estab- 
lished relations with banks in the 
principal cities as depositories for 
portions of their funds; as corre- 
spondents who could be consulted 
about all kinds of problems and to 
which the depositing banks could 
turn for cooperation in meeting the 
credit requirements (and for many 
decades the currency requirements) 
of their vicinities. 

‘While the establishment and de- 
velopment of these correspondent 
bank relations began with the na- 
tional banks as a direct result of the 
provisions of the National Bank Act 
for the deposit of certain percentages 
of reserves with banks in reserve and 
central reserve cities, the need for 
these correspondent bank relations 
grew far beyond the needs for re- 
serve depositories alone. 

“‘One of the contemplated pur- 
poses of the framers of the Federal 
Reserve Act was to do away with the 
deposit of reserves in correspondent 
banks and to ‘‘keep bank funds at 
home.’’ Have correspondent bank 
relations ended? Most certainly they 
have not. And why? Because corre- 
spondent banking has grown to meet 
needs and requirements of our bank- 
ing community which have cemented 
correspondent and depositing bank 
relations almost indestructibly. 

‘It is to correspondent banking, 
that my thought turns for assurances 
that will safeguard and preserve the 
individualism of American banking 
which I believe we all regard as in- 
dispensable to the health of the 
American economic future.’’ 
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| yates crops, increasing Fall 
industrial activity, the Holiday 
Christmas shopping season will bring 
a record-breaking inrush of checks 
for you to endorse (to clearing-house 
and correspondents) and to cancel (and 
return to customers). Forward-looking 
bankers are preparing themselves with 
up-to-the-minute American endorsing 
and cancelling machines. 


ENDORSING ‘: CANCELLING 


OU can now list and endorse in one operation 

with the new American Endorsing Machine. 

As the adding machine operator lists checks 
on the adding machine, he simply drops them 
into the Endorser—and the Endorser does the 
rest, automatically stacking the endorsed checks 
in the same order they are listed. No checks can 
be “skipped”—none can get a wrong endorsement 
—you can work right up to the last minute for 
clearings and transit. 

Eliminate noisy, smeary, time-wasting hand- 
stamping of checks. List and endorse in less time 
than it formerly took just to list. Equip your bank 
with the Endorser that is making money and 
saving money for banks large and small through- 
out the country—whose patented refinements have 
revolutionized bank transit work. 


Mail the coupon below for a free illustrated copy of ‘‘How 
Banks Large and Small are Saving Money on Check En- 
dorsing.”’ 


dull, bend or break perforator needles. And 

how annoying it is for the small bank with 
only one perforator to be without the machine 
while it is in the factory for repairs! 


American needles are 55% stronger than ordinary 
perforating machine needles, and besides this 
additional strength, any clerk can easily and quickly 
install new American needles in the American No. 22 or 
larger models. American machines are “self-re- 
pairing.” , 

If your machine is punching illegible cancella- 
tions — wasting the time of your operator and 
everyone all down the line—replace it with a 
machine where your clerk can replace the needles. 


Just send us a sample of the perforation it 
makes. That’s all we need. We'll quote you a 
liberal trade-in offer that will put an end to 
your perforator troubles. Use the coupon below. 


Pea and clips concealed in checks too often 


TheAmerican Endorser is also used for check-signing. Ask us about it. 


AREAEREACAR 


ENDORSIAG- 


CANCELLIAG 


THE AMERICAN PERFORATOR Co. - CHICAGO - NEW YORK - SAN FRANCISCO - Established 1910 


— 


AMERICAN PERFORATOR CO., 611 W. Jackson Blvd., Chicago, III. 


Please send me, without obligation, complete details on () The New American Endorser, and the (1) Hand, 1) Foot-Power, 1) Automatic Electric Per- 
forators, with a 1 Quotation on your trade-in allowance on our old perforating machine, a sample impression of which is enclosed herewith. 
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Exceptional facilities 
for quick service 


on transit items 


and 


collections 


MISSISSIPPI VALLEY MERCHANTS STATE 
— —FTrust Company = 


FOURTH STREET- OLIVE fo PINE -ST. LOUIS 

















Enclosed find cashier’s check for $10.00 
in payment of my subscription to your good 
magazine for three years. Every issue is so 


good that I would not want to miss a single 
one. 


A.H. NORTON, 


Cashier, First National Bank, Hermiston, Oregon 
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Travel Bureau Success 


(Continued from page 12) 
has to be in the red a little, I have 
suggested more than once that it 
should be offset by a subsidy from 
the advertising department, inas. 
much as from the very beginning a 
good travel bureau can more than 
pay for itself in collateral benefits, 
new accounts, travelers’ checks and 
letters of credit, and in general pres. 
tige. 

I do not believe that a bank travel 
bureau should actually operate tours 
or cruises unless it be a few small 


| private ones among its own person- 
5S 


nel and their friends and relatives 
for, by so doing, it becomes a com- 
petitor of the tourist companies for 
whom it is at the same time an agent. 

I cannot, however, point out too 
strongly the absolute necessity for 
a bank, when opening a travel 
bureau, to select the most experienced 
man available so that it may fulfill 
all the promises it makes. This 
manager should not be expected to 
watch the financial success the first 
year or two as against proving to the 
bank elients that his bureau is able 
to give more expert advice and bet- 
ter service than the commercial or- 
ganizations. 

If he starts this business properly, 
the success financially is assured and 
it is only a matter of time. With 
the strength of the bank behind the 
bureau, with all the bank officers and 
branch managers, where there are 
branches, boosting their travel 
bureau, there are, without a doubt, 
many ways in which the bureau ean 
be of the greatest value to the bank, 
both directly and indirectly—ways 
which have not yet been discovered. 

One way, which I think is entirely 


| new, is our ‘‘On-To-Europe Club.”’ 


We have arranged three European 
trips, one merely the ocean voyage 
from New York and back for $200. 
The next includes the voyage and a 
20-day tour of Europe for $470, and 
the third is a 32-day tour of Europe 
for $627. A table shows how much 
the monthly payments from a given 
date should be to have enough saved 
for whichever trip is desired. 

In addition, all members of the 
club are eligible to enter an essay 
contest to be decided March 31, 1930. 
The entries will be divided into 
groups according to the trip they 
wish to make and the winners will 
have a free trip and their money re- 
funded. 











THE 


NEW | 
SUPER-SAFE TY 


THIS NEW PAPER DESIGNED EXPRESSLY FOR CHECK USE 


HAS AN:EXCEPTIONALLY FINE WRITING SURFACE 





Tue surface of check paper is a very important char- 
acteristic to every one who makes out a check. The new 


Super-Safety Paper—designed expressly for check 


use—has a remarkably fine writing surface. A pen 
glides smoothly over it and the ink “takes” immedi- 


ately, penetrating well into the long fiber structure 
of the paper without, however, causing any lateral 
blur or feather. The result is a very clearly written 
check. And one in which the penetration of the ink 
makes erasure almost impossible. 

But a good writing surface is only one of the superi- 
orities of this remarkable new paper—made solely 
for check use. It has five times or more greater ability 
to resist sharp and repeated folding, without weaken- 
ing. Its durability has been increased seven times over 
that of other check papers. Its long, tough fiber and 
little sizing give a remarkable resistance to wear, tear, 
fraying and mutilation, witkout contributing bulk or 
brittleness. 

There is an unmistakable air of quality at once notice- 
able in the appearance and “feel’’ of the 
beautifully tinted new Super-Safety 
Checks as well as in their unusual 
strength and long life. Another appre- 
ciated feature of these attractive checks 
is the service of protection they render 


depositors’ funds in transit. Any 





attempt at alteration is exposed immediately —a glar- 


ing spot appears. There is further protection in the fact 
that the new Super-Safety Checks are never sold in 
blank sheets—they are made only to a bank’s indi- 
vidual order. To prevent counterfeiting, each sheet of 
the new Super-Safety Paper is guarded as the govern- 
ment guards bank-note paper. 

Depositors recognize and appreciate the distinction 
of these handsome checks and their unique service of 
The 


new Super-Safety Checks are surprisingly low-priced. 


protection. Your bank can profit by their use. 


Let us give you the complete story of this truly re- 
markable new check paper. Compare it with ordinary 
papers. Fold it sharply again and again. Write on it. 
Try to tear it. You'll appreciate what a distinct im- 
provement it is. Return the coupon for samples to 
test this remarkable new paper yourself. Bankers’ 
Supply Division, The Todd Company. (Established 
1899). Rochester, Chicago, Brooklyn, St. Paul, Denver, 


Dallas, Birmingham, Buffalo, Des Moines, Boston. 


Denbord! Supply I Division, THE TODD Saray 
1137 University Avenue, Rochester, N. Y. 


Checks made of the new Super-Safety Paper. 
Name of Officer 


Send me more information about a... 





Name of Bank 





Street 





. | Town 





DISTINGUISH YOUR SERVICE WITH SUPER-SAFETY CHECKS ON THE NEW CHECK PAPER 
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Condensed Statement of Condition, Sept. 12, 1929 


Che 
Cleveland 
Crust Company 


Located at Euclid Avenue and East 9th Street 
and in 52 Other Community Centers 
in and near Cleveland 


RESOURCES 


Cash on Hand and in Banks. . $ 32,456,035.18 
U.S., State, Municipal and Other 





Bonds and Investments . . . 27,970,004.89 
Loans, Discounts and Advances . 218,757,866.12 
Real Estate and Banking Houses 5,786,770.01 
Interest and Earnings Accrued 

and Other Resources . . .. 2,627,482.37 
Customers’ Liability on Letters 

of Credit and Acceptances Exe- 

cuted by this Bank. . ... 5,469,454.84 


Total . . . . . .$293,067,613.41 


LIABILITIES 
a a 





- $ 12,000,000.00 


Surplus and Undivided Profits . 10,910,928.91 
Reserve for Taxes, Interest, etc. . 2,400,127.53 
ees «ss wk ww se BST 
Other Liabilities . . . ... 515,958.03 
Letters of Credit and Acceptances 

Executed for Customers. . . 5,469,454,84 


















Total . . . . . .$293,067,613.41 


Growth of Deposits 


Sept. 12,1929 . . .$ 261,771,144.10 
Oct.3,1928 . . . . 246,684,244.81 





Member Federal Reserve System 
Member, Cleveland Clearing House Association 


Ee 
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More Loans—More Profits 


Safer Banks 


(Continued from page 20) 

But the interest and discount js 
not all that the bank can secure from 
this arrangement with the local ma- 
chinery dealer. The bank might de- 
mand that the dealer leave a certain 
percentage of the notes so taken as a 
free balance in his account until the 
notes are paid. 


A 10% Free Balance May 
Be Had 


It is believed that in most cases 
the dealer could afford to leave 10% 
of the note in his account as a free 
balance. This would amount to a 
very nice account for the bank. Some 
dealers might not be able to conduet 
their business successfully by leay- 
ing this percentage unused, but the 
banker of course, should consider 
individual cases on their own merit. 

With these three chances for in- 
ereased income, the bank has still 
another consideration and that is 
self protection. 

The president of an lowa bank was 
asked : ‘‘Suppose a farmer owes you 
$5,000 and you believe that this 
amount is all the credit he is entitled 
to. Then suppose that an equipment 
dealer finances a $2,000 machine 
through an outside ageney. Which 
note would the farmer pay first?’ 
The president promptly answered 
that the outside note would undoubt- 
edly be paid first. 

At any rate, it is clear that the 
bank’s security is reduced and in 
some eases jeopardized by more or 
less excessive outside financing. 

It would appear, therefore, that to 
protect the safety of the local bank, 
the local bankers should attempt to 
do all of the financing for his local 
farmers. 


Huge Total Of Outside Financing 


Some idea as to how much addi- 
tional income this plan might bring 
to the earnings of local banks is to 
be had from a statement by one farm 
equipment manufacturer. The notes 
taken by his company in the course 
of one year total fifty million dollars. 
These are the notes that are taken by 
local dealers and then purchased 
from the local dealer by the manu- 
facturer. 

The manufacturer may retain the 
repossession privilege and if repos- 
session is necessary, he remodels the 
equipment and sells it again, some- 
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Deeper and broader channels 
| for the ship of Modern Business 


| F HEN the mammoth ships of our generation 
: or greater usefulness ; 

began to move their unprecedented cargoes, 
channels had to be broadened and deepened to make 
arrival and departure safe and sure. So, with the 
growth in trade and industry today, tending toward 
and larger single units of manufacture and distribution, 
the financial channels also must broaden and deepen. 


to Modern Business 


| The Equitable Trust Company 


A The Seaboard National Bank The consolidation of two well-rounded banking 
announce institutions—The Equitable Trust Company and The 

Seaboard National Bank—reflects this trend. It creates 

their consolidation as a bank large enough to satisfy the financial needs of 


our great modern corporations, yet flexible enough 

| The Equitable Trust Company to meet every banking requirement of the individual. 

OF NEW YORK Correspondent bankers will continue to transact 

their business with the same experienced Equitable 

. and Seaboard officers, yet in addition they will find 

in the consolidated bank a widened range of val- 
) uable business contacts and banking facilities. 


| The Equitable Trust Company 


A merger of The Seaboard National Bank and The Equitable Trust Company + Total Resources in excess of $800,000,000 


Main Office: 11 Broad Street, New York 
Offices of Out-of-Town Representatives: Philadelphia, Baltimore, Pittsburgh, Atlanta, Chicago, Dallas, San Francisco 
Foreign Offices: London, Paris, Mexico City 
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times making a profit on the transac- 
tion and sometimes taking a loss. 
The losses, however, he states to be 
less than one half of one per cent. 

When you consider that there are 
several large corporations that are 
manufacturing farm equipment, you 
can readily imagine that the total of 
paper taken from the farmers of the 
country is many times fifty million 
dollars. 

Determine the amount of interest 
represented by these notes for one 
year and add to that the cash discount 
that the bank has a chance of secur- 
ing. Add to that the advantages of 
free balances that would be repre- 
sented by dealer’s accounts and then 
consider with this the possible weak- 
ening of the security back of some of 
the farm paper now being carried 
and you will undoubtedly arrive at 
the conclusion that your bank should 
make a determined effort to control 
all of the financing of its farmer eus- 
tomers. 


Safe Loans And Discounts 


(Continued from page 19) 
mand for financing of such commodi- 
ties as cotton and grain, which is 
usually handled through warehouse 


receipts or bills of exchange. In 
states where this economic condition 
does not exist, the percentages of 
this type of loan are necessarily low. 


The percentage of loans secured 
by legal real estate should naturally 
be high in national banks whose 
ratio of time deposits to total de- 
posits is quite high and which are 
located in communities where choice 
loans of this type are available. We 
rather expect the percentage of this 
type of loan to increase in banks of 
that type, for the amended National 
Banking Act now permits such loans 
up to one half of the amount of 
time deposits. 


It can readily be seen that the 
percentage of eligible paper is sub- 
ject to wide fiuctuation between 
states, for it is largely dependent 
upon the nature of the business of 
the borrower. Because of the favor- 
able regulations as to agricultural 
paper for rediscount, we naturally 
find a high percentage in agricul- 
tural and live stock states such as 
Idaho, Iowa, Kansas, Nebraska, 
Oklahoma and Texas. However, a 
high pereentage of such eligible 
paper indicates a strong underlying 
situation for liquidity when such 


liquidity becomes necessary. 

The underlying liquidity of local 
loans and discounts is affected by 
the following major factors: , 

1. The ‘‘turnover’’ of loans. 
This turnover rate is the difference 
between the maximum and minimum 
of a loan line during a ‘‘eyele’’ of 
one year, expressed as a percentage 
of the maximum. Hence the turn. 
over rate of a loan line which liqui- 
dates completely, during the course 
of a year, is 100%. The rate of a 
continuous loan is zero. 

2. The diversification of loans by 
nature of the business of the bor- 
rower. 

3. The diversification of loans by 
nature of the security. 

4. The percentage of 
eligible for rediscount. 

5. The percentages of compen- 
sating deposit balances to loans. 

6. The percentage of demand 
loans secured by ample, highly mar- 
ketable collateral. 

How these tests for underlying 
liquidity are to be applied will be 
the subject of the next article. 


paper 





All banks have losses, but some 
counteract these with increased earn- 
ings. 








Now Doing Business In New Quarters 








4 





we serve. 








Lhe new ten story air cooled and steam heated 


CONSOLIDATED NATIONAL BANK BUILDING 


Completed about October Ist, 1929 


HE marvelous growth of business of 
the Consolidated National Bank 
during the past three years has 
“aused an expansion of the facilities for 
handling the demands of the community 


Thus the new ten story Consolidated National 
Bank Building was started in December, 1928 
and we are now in our new quarters and pre- 
pared to serve the financial needs of Southern 
Arizona in a larger and more comprehensive way. 


The health giving climate of Southern Arizona 
has been largely responsible for our rapid 
development. The wealthy have found the in- 
comparable winters and at the same time, the 
opportunities of the Southwest. 


CONSOLIDATED NATIONAL BANK 
TUCSON, ARIZONA 


United States Depositary — Member Federal Reserve 
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---+-Dont forget a 


Don’t forgeta ledger has a full- 
time job. Posting is only 25% 
of the work it has to do.” 


Somebody’s always using the 
ledger for credit or overdraft 
reference. You call back from 
statements and you run a trial 
balance frequently. You add 
new accounts and you clear 
out the filled or obsolete. 
Speed up that side of book- 
keeping and you've found your 
Saving. ° 

Use the Remington Rand led- 
ger tray. It’s quick for refer- 
ence—on either side of a led- 
ger page. It’s easily moved 
about on its caster base. 
When you add a new account 
you merely drop it in its pro- 
per place—when you elimin- 
ate a dead account you simply 
lift it from the tray. And of 





rm course a tray ledger lets the 
Too slow,” said the cashier, “and it’s costing us operator feed sheets into your 
plenty.” posting machine as fast as 


“Excusably slow,” said the Remington Rand man she can handle them. 


“ y half- ipped.” 
flatly. “The department's only half-way equippe a 


" re hier, “We're spendin rr 
Show me,” countered the cashier, P g Division 


enough to run two departments.” 


“Right,” said the Remington Rand man. “And your Remington Rand 


ledger’s the reason. 
: BUSINESS SERVICE 
BUFFALO, NEW YORK 







Sales Offices in All Principal Cities 











Remington Rand Business Service Inc. an es 
Are you installing book- 465 Washington St., Buffalo, N. Y. 
keeping machines? Is your Please send me your catalog “Baker 
present system slow? Use Vawter-Kalamazoo ledger equipment.’ 


the coupon for complete de- 
tails about the several 
styles of Remington Rand 
ledger trays. 


Name 


Street 





BM-10-29 
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40 Banks Report Character 
Loans Worth While 


(Continued from page 10) 

to consolidate all of the 
applicant’s present obligations. 

Loans for luxuries or speculation 
are not considered at all. 

Some borrowers require little of 
your time. You reject them at once 
—their past record is slow, weak or 
dishonest. Some wish to borrow too 
much—others too little, as the col- 
ored lady who entered and with 
some embarrassment explained her 
mission : 

‘*Please, sir, I’se Liza Peel, and I 
wish to ast you, would you please to 
have de bank len’ me a dime. I’se 
got some bills to pay.’’ 


sufficient 


Qualifications For The Small 


Loan Manager 


All in all, the small loan manager 
must be a patient soul, capable of 
handling and retaining myriads of 
detail easily. His job is no cinch and 
officials considering the installation 
of such loan departments, should 
place in charge a manager ex- 
perienced in making and collecting 
chattels—with emphasis on the eol- 
lecting. 

The savings plan for handling 
personal loans is meeting with 
uniform success in many states. Un- 
der this system the borrower, for 
example, signs a note for $100. The 
bank deducts from $6 to $8 repre- 
senting interest and charges in ad- 
vanee, and the customer receives $94 
or $92 in cash. 

The borrower agrees to repay the 
$100 in 12 equal payments by open- 
ing a Savings account and depositing 
$8.33 per month. Should the eus- 
tomer fail to make the deposits 
promptly, the bank may, at its dis- 
cretion, declare the balance of the 
note due and payable. 

Some banks go so far as to insure 
the co-makers against the death of 
the borrower. 


Advantages of the Savings 
Account Feature 


The advantage of the savings plan 
is that the customer actually be- 
comes the proud possessor of a sav- 
ings account and receives a 3% re- 
bate at the end of the year. He is 
thus made to realize the value of 
saving. : 

A steel worker recently remarked : 
‘You know, I always intended to 
have a savings account, but I guess 
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I’d never have had one if I hadn’t 
got that loan from you.’’ He now 
is a regular savings depositor. 

As to actual profits from personal 
loans, it is agreed by most bankers 
that a volume of $100,000 or more 
must be obtained before the profits 
are sufficient to maintain a special 


How To Reduce 
Losses On 
Farm Loans 


GEORGE J. SCHALLER 


President, Citizens First National Bank, 
Storm Lake, lowa 


| yourself first in con- 
sidering every farm loan: 
“Can this man pay the note 
when due?” 

Far too many loans are 
made on the basis of total 
assets rather than on earning 
ability. 

That is why so many banks 
own farms. 

That is why so many chattel 
mortgages are foreclosed. 

You cannot always accept 
the judgment of the applicant 
as to his ability to pay. 

The grain farmer has much 
lost time—the diversifying 
farmer loses no time; that is 
why it is more risky to lend 
money to grain farmers. 





department. This, of course, does 
not include indirect results, such as 
new contacts and good will. Besides 
the added expense of clerical help, 
special passbooks, and investigation 
fees, there is the large item of adver- 
tising. It is interesting to note the 
experiences of various managers who 
have gone out to get the business. 
Many state they have tried news- 
paper publicity in morning and eve- 
ning editions with the result that 
about two-thirds of the applicants 
come from the evening papers. Movie 
ads are recognized as a valuable 
medium, while the use of attrac- 
tive folders is undoubtedly one of 
the most inexpensive and effective 
methods of securing applicants. 


Advantages of Small Loan 
De partments 


According to general reports, the 
personal loan business, as now op. 
erating in our banks, 
cheapen the institution. 

It brings to the bank the small 
saver of today, who may be the large 
saver of tomorrow. 

It tends to foster thrift and offers 
the laboring class the opportunity to 
secure loans at reasonable rates—a 
service which the American system 
of credits has overlooked in the past. 

The plan relieves the executives of 
the bank of much detail work con- 
nected with the making of small 
loans and centralizes it in one de- 
partment. 

The plan tends to create good will 
among larger depositors. 

The president of one of the largest 
railroads in the United States 
stepped into a bank not long ago and 
remarked to the chairman of the 
board : 


does not 


‘*Some of our men have been tell- 
ing us about the financial advice and 
service your industrial loan depart- 
ment is giving them. We appreciate 
anything that helps our employees. 
We think your plan is well founded 
and that it keeps them away from 
so-called loan sharks. We are mak- 
ing your bank our depository.’”’ 


How To Make Small Loans 


Successful 


Taking a list of 65 banks in the 
United States that have entered the 
personal loan field, we find the posi- 
tives, negatives and neuters about as 
follows: 

Fourteen with four or more years 
experience, report favorable results, 

Twenty-six with from one to four 
years experience, report favorably, 

Nine tried out the plan and found 
it not satisfactory, 

Sixteen beginning. 

In checking over the nine, how- 
ever, that did not find the personal 
loan a success, we may place most of 
them in two classes: 

First, those opening departments 
and failing to secure the services of 
a trained and experienced manager. 
It must be remembered that nothing 
is so easy to accomplish as the mak- 
ing of a great number of character 
loans, which without the proper 
‘sifting and grading’’ by trained 
hands, will at the least, prove un- 
satisfactory, if not highly costly. 
This is not meant to discourage new- 
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F OR TIF IE D 


BORN OF 





NECESSITY 


CROOKS TERMINAL WAREHOUSES 


225 Broadway 
New York 





SAFETY 


ANKERS needed safest security on loans; 
manufacturers often required credit beyond 
their unsecured limit; modern efficiency de- 
manded reduction of warehousing and handling 
costs to the lowest possible point; mass produc- 
tion required the use of every facility which 
added speed to operation; waste motion had to 


be eliminated. 


Field Warehousing was developed to meet 
such demands. Its sound economic efficiency 
is best proved by the rapidity with which it has 
established itself as a fundamental essential to 


modern Industry and Finance. 


Knowledge of Field Warehousing is a 
definite asset to the banker. Our booklet 
‘*Fortified Security”’ gives the whole 
story and will be sent free on request. 


FIELD WAREHOUSE DIVISION 
C. Wilbur Fritz, Manager 


417 West Harrison St. 1104 Union Ave. 


Chicago Kansas City 


ow ECONOMY oe sf PROFIT 
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SIGNIFICANT 


— THE 


NAMES 
WHICH USE 


OF 
THIS 


BANKS 
PAPER 


Side by side in the sample book of checks made on La 


Monte National Safety Paper you will find the names 


of nationally known banks in all sections of the country. 


Significant—because it shows that National Safety 


Paper is as valuable and worthwhile in Atlanta or San 


Francisco as it is in New York or Pittsburgh. Dignity 


—impressiveness—safety —these make National Safety 


Paper the standard in check papers. 


Compare your own checks with the samples in this 


little book—which is yours for the asking. George La 


Monte & Son, 61 Broadway, New York. 


“FOR 





Investment Trust Organized 
In Detroit 


An investment trust with $36,000,000 
capital, to be known as the Great Lakes 
Corporation, is being organized by the 
Guardian Detroit Union Group, which was 
formed through a consolidation of the 
Guardian Detroit Group, Ine., and the 
Union Commerce Corporation. The new 
company will have broad powers which in- 
clude underwriting and trading in stocks, 
with its range limited only by the discre- 
tion of the directors. 

Stockholders of the group will be given 
the right to subscribe to 1,400,000 shares 
at $25 a share. The underwriters will pay 
$3,500,000 for an option on 70 000 shares 
at $30 a share. This will 1 in the 
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NSM ON IEA cA FREE—An unusual 
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CHECKS neg 


sample book of checks, 
) 4-L, made on La Monte 
' National Safety Paper. 


stock having a liquidating value of $26 a 
share at the start. 


Directors will include Ralph E. Badger, 
vice president of the Union Trust Co., 


Clarence R. Bitting of Fisher & Co., Frank 
W. Blair, president of the Union Trust Co., 
Harry 8. Covington, vice president of the 
National Bank of Commerce, John C. 
Grier, Jr., president of the Guardian De- 
troit Co., Carlton M. Higbie, chairman of 
the hoard of Keane, Higbie & Co., Robert 
O. Lord, president of the Guardian De- 
troit Bank, and Henry H. Sanger, presi 
dent of the National Bank of Commerce. 


Dividends are never derived from 
lucky breaks. They come only from 
hard work and eareful judgment. 
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comers, but to safeguard them. 
Second, those who did not secure 
a sufficient volume, due to location or 
lack of proper publicity. 
It is pointed out that the mass of 
American men and women are 


salaried workers who have not been 


educated on proper financing 
methods. The personal loan depart- 
ment may, in the course of years, 


task of making in- 
vestors instead of borrowers out of 
the majority. Any bank’s expe- 
rience is worth much to this class of 
citizen, and although many will not 
take advantage of the opportunity, 
there are thousands who are now be- 
ginning to feel this personal touch 
in. banking —this_ reaching out 
toward a closer union of capital and 
labor. 


accomplish the 


Experience of a New 
York Bank 
More than 50,000 families in 
Greater New York were helped over 
financial emergencies during the 
first year of operation of the per- 
sonal loan service of The National 
City Bank of New York, the largest 


banking institution in the United 
States. Loans during the first year, 


according to a report made public 
by the bank, totaled more than $16,- 
500,000, an average of about $320 
per borrower. 

Based on the first year’s expe- 
rience, the bank plans to continue 
and extend this service. The plan 
provides for lending sums of $50 to 
$1,000 at 6% discount, without col- 


lateral and without any service 
charge. The National City Bank of 


New York was the first bank to offer 
on this basis a service of such scope. 
on loans are described 
‘*negligible.’’ The prompt meeting 
of obligations by borrowers is at- 
tributed to the provision that de- 
posits be made in a compound in- 
terest account each week or each 
month, so that the money would be 
on hand at the end of a year to 
pay off the note. On these deposits, 
interest of 3% per annum, 
pounded monthly, is paid. 

A total of 51,203 loans were made 
in the first months. The vast ma- 
jority of these were ‘‘character 
loans,’” made on notes signed by the 


Losses 


col- 


borrower and two co-makers. <A 
large number of those who were 
among earlier borrowers have now 


and others investors 
About five bor- 
100 were able 


become savers, 
in sound securities. 
rowers out of each 
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CENTRAL HANOVER 


Establishes A Resident Representative 
) in Buenos Aires 


In addition to its representatives in London ~Paris, Berlin and 
Sydney, Central Hanover has established another resident represen~ 


tative office at 501 Roque Saenz Pena, Buenos Aires, Argentina. 


This is a logical recognition of the increasing importance of 
South America in our foreign business relations. Central Hanover 
resident representatives cooperate with local banks ensuring its 
customers the maximum in service in the financing and expediting 


of shipments and reliable trade information. 


The services of the foreign department as well as the complete 
banking and trust facilities of Central Hanover are at the disposal 


of its correspondents and friends in the banking world everywhere. 


CENTRAL HANOVER 


BANK AND TRUST COMPANY 
NEW YORK 


14 Offices in 14 Manhattan Centers 
NO SECURITIES FOR SALE 


CAPIFAL, SURPLUS AND UNDIVIDED PROFITS OVER ONE HUNDRED MILLION DOLLARS 
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eee Strange lights appear in 
the sky... men hurtle through space... thin 
steel towers scatter voices in the air... commerce 
multiplies its volume ... darkness is drowned in 
light... space is annihilated ... elements and 
dimensions, if not conquered, are at least sub- 
dued... and always to the end that new and 
better ways of doing things shall rule ... 


Banks Grow Bigger to Serve Better 


The service of the modern bank must keep a step 
ahead of demand, for to do otherwise would clip 
the wings of progress... and now the faster fall-time 
tempo finds “ Mercantile-Commerce” greeting the 
new business year with greater ability to serve. 


Mercantile-Commerce 
Bank and Trust Company 


Locust ~ Eighth ~ St. Charles 
St. Louis 


First Wisconsin Will Head 
State Banking Group 


The holding corporation which will con- 
trol Wisconsin banks is gradually taking 
form and it is estimated will have re- 
sources of from $300,000,000 to $400,- 
000,000. 

The First National Bank in Oshkosh was 
the first bank to announce its intention of 
joining. It has resources of $9,500,000. 

The second bank to come in was the 
First National Bank of Menomonie, with 
total resourees of $3,200,900. Shortly 
after this announcement was made, word 
was received that the First National and 
Commercial National banks of Majsisen 
had signed up. They were followed by the 
State Bank of Wisconsin, also of Madison. 
The First National and Commercial Na- 
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tional of Madison have total resources of 
$12,600,000. The State Bank of Wisconsin 
has total resources of $10,600,000. 

The one point stressed by all the bankers 
as they have made their announcements of 
joining is that the idea of a chain of banks 
for Wisconsin has been discussed and 
vaguely planned for some time. They 
agree, too, that if there is to be a chain in 
Wisconsin, the First Wisconsin National 
Bank is the logical organization to head it. 


Men who become great in business 
recognize the importance of small 
things. 


Intelligent criticism of your own 
work is the best step toward improve- 
ment. 
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to accumulate enough money to pay 
off their entire loans in advance of 
the year’s maturity allowed by the 
bank. 

Approximately 879% of all appli- 
cations received were approved, 

More than 97% of all deposits 
were made regularly and on less 
than 1% was it necessary to initiate 
legal action in order to effect collee- 
tion. 

The insurance provided by the 
bank at its own saved 
families from destitution, when the 
borrowers died before their loans 
had been repaid. In such eases, ¢o- 
makers and dependents were re- 
lieved of any obligation to pay the 
balanee, which was covered by the 
insurance. 


expense 


Do your work in its order of im- 
portance, and not in its order of ap- 
pearance.—Henry L. Doherty. 


Your Job Depends On You 


(Continued from page 22) 
traces’’ once in a while. They pos- 
sess everything but that necessary 
spark (initiative) to step out of the 
rut, apparently contented with this 
or that, but in reality getting no- 
where. 

No wonder a certain individual, 
well known in the banking circles 
from coast to coast, asked me recent- 
ly during his visit to St. Louis: 
‘*What’s the matter with the bank 
advertising men? They seem some- 
what disillusioned wherever I go; in- 
clined to believe they’re slipping.” 

Perhaps some of them are, but are 
they really advertising managers? I 
think not. 

One of the most important stand- 
ards of practice of the Financia! 
Advertisers’ Association, of which I 
am proud to be a member, is as fol- 
lows : 

‘*To make financial institutions 
realize the value of advertising and, 
by cooperation, determine the most 
effective means of building business 
through advertising, in the various 
departments of a modern financial 
institution. ”’ 

Let’s live up to that standard and 
forge ahead. The ‘‘drum beats of 
a new destiny’’ are sounding—chal- 
lenging us to action. 

It is the future with which wise 
men work, inspired and stimulated 
by what has and can be done. Let’s 
measure up to what lies ahead— 
that’s the challenge. 
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...a UNION 
of great 


Significance 


HE union of the State Bank of Chicago and The 
Foreman National Bank will result in an institu- 
tion with invested capital of $38,000,000 and resources 


exceeding $220,000,000. 


United, these two Chicago banks with principles 
and ideals so closely paralleling one another become 
one of the world’s truly complete banking institutions. 


As a correspondent bank, this united institution 
offers you even greater facilities, the wide experience, 
and the desire to render service which are essential 


to a successful relationship. 


STATE BANK OF CHICAGO 
La Salle and Monroe Streets 
THE FOREMAN NATIONAL BANK 


THE FOREMAN TRUST AND SAVINGS BANK 
La Salle and Washington Streets 
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The Winner* of the 
ARCHITECTVRAL LETTER 
of HONOR 





American Bank & 
Trust Company, 
Philadelphia. Archi- 
tects, Davis Dunlap & 
Barney. Vault Manu- 
facturers, Remington 
& Sherman 


is equipped with S & G Time, Combination and 
Secret Key Changing Sealed Key Safe Deposit Locks 


The excellence of this new bank building is 
not to be judged by externals alone. For the 
complete installation of Sargent & Greenleaf 
locks furnishes maximum protection for the 
securities and valuables of depositors. 


Sargent & Greenleaf Inc. 


Rochester New York 
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A Training Course in Bank Management 


Not only should every banker familiarize himself with the course in bank | 
administration, now published in book form by Rand McNally & Co. but he | 
should keep in touch with current cases as published in the coming issues of | 
THE BANKERS MONTHLY. Following are titles of a few of these articles: 


How one bank doubled its net earnings by C. M. Dopler 
of Edward R. Burt & Co., Chicago 


Why our bank had to close by an officer of a closed bank 


How to make chain accounts profitable by Henry M. Hart, Vice President, 
Security National Bank, Oklahoma City, Okla. 


How to use the credit file to make the bank safer and more profitable by 
John Poole, President, Federal-American Natl. Bank, Washington, D. C. 


3 THE BANKERS MONTHLY subscription rate is | 
“L one year $5; two years $7.50; three years $10 )* | 


"536 S. CLARK ST. THE BANKERS MONTHLY —caicaco, 111. 
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National City To Be The 
World’s Largest Bank 


As the result of a merger in which the 
Corn Exchange Bank Trust Co. of New 
York City becomes a part of the National 
City Bank, America will be the leader in 
banking assets for the whole world. 

The new institution will have total re. 
sources of $2,386,066,401. At present, the 
largest bank in the world is the Midland 
Bank, Ltd. of London, which it is re. 
ported has $2,032,313,576 in total re. 
sources, 








Charles E. Mitchell, Chairman of 
the Board, The National City Bank 
of New York, the country’s largest. 


Charles E. Mitchell, chairman of the 
National City bank and Walter E. Frew, 
chairman of the Corn Exchange Bank 
Trust Co. in announcing the merger plans, 
said: 

‘*The merger is not a step in the de- 
velopment of size, but an intensive de- 
velopment of branch banking in New York 
City.’’ 

The merger will give the National City 
Bank a total of 201 branches, of which 103 
will be located in New York City. Sixty- 
eight of these come to the bank from the 
Corn Exchange. 

Besides the National City and the Mid- 
land Bank, Ltd., one other bank, Lloyds’ 
bank of England, has over 2 billion in 
resources. Others having over a billion 
are Barclay’s bank of London, West- 
minister Bank, Ltd. of London, Guaranty 
Trust Co. of New York, Chase National 
Bank of New York, National Provincial 
Bank, Ltd. of London, and the Continental 
Illinois Bank & Trust Co. of Chicago. The 
Equitable Trust Co. comes next with al 
most a billion in total resources. 

The Corn Exchange Bank was organ 
ized in 1853. 


THE CENTRAL HANOVER BANK 
AND TRUST CO. has announced the 
following appointments: Alfred M. Ellin- 
ger, assistant vice president, and Porter 
I, Willett, Peter Van Brunt, W. C. 
Bennett and Harvey Weeks, assistant 
secretaries. 
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‘“ 7 WONDER how many people ever 

try it—this game I so often play 
by myself, the most stimulating pas- 
time I know! 

“The rules of the game are simple. 
All you need is an atlas or globe, and 
imagination. 

“Tf you use an atlas, just open at 
random. If a globe, twirl it and let 
it stop where it will. Like a roulette 
wheel, for this game is in its way a 
game of chance. Who can say where 
you will find yourself? 

“The atlas opens, say, at India. 
Or when the globe stops, your finger 
is on Bagdad. That famous carpet! 
If you could ride the carpet now, 
where would you go? 

“Paris, of course! Turn the globe 
again, or find the place in the atlas. 


“The most stimulating pastime I know” 
”” BURTON HOLMES 


Distinguished traveler and lecturer 


Now you’ve caught the spirit of the 
game. Why, you’re actually there! 
You can see the Place de la Concorde, 
the Seine, Notre Dame. 


“And while your mind is on cathe- 
drals, where are Chartres, Rheims? 
You find them, and on the way to 
Cologne you stop at Brussels; thence 
to the Netherlands, windmills and 
dykes. 


“Suddenly you remember the boy 
who stopped the leak with his finger. 
Hans Brinker, too. How old were 
you when you read those stories? 
There’s the Rhine. Remember 
Bingen on the Rhine, the rats and 
the Bishop? 

“So the game goes. The best 
part of it all is that it is never twice 
the same. A real game of chance, 


Some of Rand M¢Nally & Company’s 


Leading Products 


Maps Atlases 
School Maps 

Auto Road Maps 
Commercial Maps 
Economic Maps 
Aviation Maps 
Special Maps to Order 


General Atlases 
Commercial Atlases 
Goode School Atlas 


Publications 


Text Books 
Children's Books 


Globes 





for chance alone decides where you 
will start, where you will end up. 


“A profitable game, too. You 
learn geography by the most painless 
of all methods. What makes it most 
stimulating, is that it evokes so 
much of what is already in your mind 
but more than half forgotten. Here’s 
a game that helps keep your educa- 
tion alive. Learn to play it!” 


4 7 


Paton veniine maps are today essential 
equipment in every home and modern 
office. 


Rand M¢€Nally Maps, Globes, Atlases are 
obtainable at leading booksellers’ and sta- 
tioners’, or direct. 


The habit of scrupulous accuracy acquired 
in the making of reliable maps extends to 
all Rand M¢€Nally & Company’s greatly 
varied activities. 


A 


RanpD MENALLY & GOMPANY 


Child Life Magazine 
Banker's Monthly 
Banker's Directory 
Banker's Bulletin 


Railroad, 


Airline and Bus Tickets 


Coupon Books 


General Printing Washington 
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536 S, Clark Street, Chicago 


Map Headquarters 


Dept. N-34 
270 Madison Avenue, New York 
Reta, DePpaRTMENT 
540 S, Clark Street, Chicago 


San Francisco Los Angeles 
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Tilghman-Moyer Co., Architects 





A banking room that any board of directors would be proud to own. It is 
typical of the modern trend in bank building design. 


The Halls Of Finance 


The First National Bank, Ashley, Pa. 


HE attractive banking rooms of 

the First National Bank of 
Ashley, Pa. have an unusual aspect. 
The ceiling is not like the ordinary 
ceiling in a bank but has a distine- 
tive character in itself. The photo- 
graph reproduced herewith gives a 
splendid idea of this decorative 
feature. 


The special type of arch over+the 
series of high windows is another 
item of characteristic beauty. The 
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Special Features 


An unusual ceiling 


High arched windows with 
individual character 


Rest balcony above the vault 
Attractive chandelier 


Artistic metal work 





customers’ baleony is an unusual 
feature and is displayed so prom- 
inently above the vault that every 
one remembers it after having visited 
the bank once. 

This is a good illustration of the 
importance of every bank having its 
own individuality. If one or two or, 
as in this ease, three outstanding at- 
tractive and unusual features are in- 
eorporated, the bank will become 
known far and wide. 
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BUILD FOR 
FUTURE 
EXPANSION 









By L. M. Brohammer 
CHAIRMAN OF THE BOARD 


St. Louis Bank Building 
and Equipment Company 


USINESS grows:-up faster 
today than 20 years ago 
and banking must keep pace. 


Many a bank built a building 
12 years ago that the directors 
considered a monument to the 
community and a business office 
for the next 50 years. In 10 years, 
the bank outgrew the quarters 
and a new building, four or five 
times as large, had to be built, 
the old one being torn down 20 
years before its time. 


Not only is size important in 
considering future expansion, but 
design must be so carefully con- 
sidered that your building will 
be just as attractive, just as in- 
dividual, just as outstanding 20 
years later as it is the day you 
move in. 


Naturally, architects and 
builders must be employed who 
anticipate the future, not only in 
the size of your bank but in ar- 
chitectural design. There must 
be not only a modern note in the 
up-to-date bank office but there 
must be a standard quality that 
will remain year after year as 
dignified and substantial in the 
minds of all those who enter the 
building. 


Such a bank building, designed 
to meet the demands of modern 
business efficiency as well as ar- 
chitectural beauty, is not only a 
worthy home for your banking 
institution, but also one whose 
attractiveness will foster its 
greater growth, and whose scien- 
tifically designed floor plan 
creates a standard of operating 
efficiency that means yearly 
dividends on your original invest- 
ment in the building. 


Without a doubt the future 
must be given more considera- 
tion than the present in the 
designing of bank buildings. 













Louisville National 
Bank & Trust Co., 
Louisville, Ky. 





Designed, Built and 
Equipped by 


Sr. Louts BANK 
BUILDING AND 
Equipment Co. 


Providing for the future 


OR twenty years we have been 

designing, building and furnishing 
notable bank and office buildings. This 
breadth of experience has enabled us. 
to conceive and develop new ideas, to 
introduce labor-saving methods and to 
anticipate and provide for the future 
needs of our clients. 


Let us discuss with you the details 
of your own building needs 


ST. LOUIS BANK BUILDING 
AND EQUIPMENT COMPANY 


Designers, Engineers and QBuilders for Banks 
CHICAGO x * # SAINT LOUIS + ¢ *»# 


Exclusively 


MEMPHIS 
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} 
CAPITAL 
COMMERCIAL, | APITAI 
TRUST, ] omnes 
Tras." | UNDIVIDED 
SAFE DEPOSIT, | PROFITS 


GFURSTORAGE || $1.750,000.00 





TUESDAY 


MEMBER BANK OF THE FEDERAL RESERVE SYSTEM 


THE JOLIET CALENDAR COMPANY 


Joliet, Illinois 


























Write for Information 








YOUR BANK 


can have its own House- 
Organ Magazine and secure 
gratifying results in in- 
creased business — under 
our unique publication 
plan. Mail or distribute to 
homes direct. Second only 
to personal interviews. We 
serve banks from coast to 
coast — all satisfied. 


Samples, analysis outline, prices 
submitted to any Bank or Trust 
Company official upon request. 


CRADDICK SERVICE, Inc. 


716—4th Ave. So., Minneapolis 


CRADDICK SERVICE, Inc. 
Minneapolis, Minn. 


Send us samples and prices of your 
House-Organ Magazine for Banks. We 
would require........... copies monthly. 
BANK .. 
cITY 
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town and both pay 5%. 





Information On All Banks 


Is needed as a protection to every loan officer and 
as a time saver for all banking departments. 
How the information is quickly found. 


By HOWARD F. WINTROL 


“Why did you come to me for information? You have a Blue Book out there in 


the front office, haven’t you?” 


HE vice president came to the 

president with a stock certificate 
in his hand. ‘‘Do you know any- 
thing about the value of this?’’ he 
asked. ‘‘It has been presented as 
collateral for a loan.’’ 

The president looked at it. It was 
for five shares of stock in the First 
National Bank of Westbrook, Minn. 

‘*Yes,’’? said the president, ‘‘I 
know everything about it, but I 
don’t carry all the facts in my head. 
I ean give you information on the 
stock of any bank in the United 
States.’’ As he said this, he reached 
for the Blue Book. 

He turned to page 952 and then 
said, ‘‘The par value of this stock 
is $100. The last sale was at $159. 
The dividend rate is 5%. West- 
brook is in Cottonwood county and 
is a town of 654 inhabitants. It is 
in the ninth Federal Reserve dis- 
trict. There are two banks in the 
The stock 
of each is selling above par. 


The Information He Found 


‘‘This First National Bank has a 
safe deposit department, a savings 
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department, is a member of the 
American Bankers Association and 
a member of the State Bankers 
Association. It was established in 
1902. Its capital is $30,000; its sur- 
plus and profits, $12,600 and its de- 
posits a little more than half a million. 
It is a correspondent of the Con- 
tinental Illinois Bank and Trust Co. 
of Chicago, of the First National 
Bank and the Northwest National 
Bank of Minneapolis and of the First 
National Bank of Mankato, Minn.’’ 

‘“‘Well, I guess it is good eol- 
lateral,’’ said the vice president as 
he started to back out of the door. 

‘‘Hold on a minute,’’ said the 
president. ‘‘Why did you come to 
me for this information? You have 
a Blue Book out there in the front 
office, haven’t you?’’ 

‘the vice president shamefacedly 
admitted that he did have, but that 
he did not realize that it contained 
information about the current value 
of bank stocks. 

A more serious over-sight was re- 
cently made by a bank in Iowa. One 
of its officers cashed a check on the 


Continental Bank and Trust Co. of 
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FREQUENTLY, when our engi- 
neers are consulted, they are 
| able to suggest revisions in 
| the stone details — such as 
simplifying the jointing or 
reducing the thickness of some 
of the blocks — which will 
permit the use of Georgia 
Marble without appreciably in- 
creasing the cost of the building. 





GEORGIA 
MARBLE 


for a bank facade 
need not cost more 
than ordinary stone 


Citizens Trust Co., Bellevue, Pa. 
Frederick Griffin, Architect 


A book, ‘‘Examples of Bank Work in Georgia 
Marble,” containing photographs of banks built 
of Georgia Marble and information about 
Georgia Marble, will be sent upon request. 


THE GEORGIA MARBLE COMPANY -: TATE - GEORGIA 


1328 Broadway 814 Bona Allen Bldg. 648 Builders’ Bldg. 
NEW YORK ATLANTA CHICAGO 








622 Construction Industries Bldg. 1200 Keith Bldg. 
DALLAS CLEVELAND 




















FARMER? 
NO—BANDIT 


HE modern bandit may enter your 

Bank looking like a farmer, or he 
may use any other disguise. Twenty 
minutes later he may look like a 
college youth. 


Bandits will not enter your Bank 
when equipped with our modern pro- 
tection, consisting of the latest ap- 
proved system that never sleeps,cannot 
be intimidated, or get out of order; 
absolutely protects your life as well as 
your funds. 


“PLATT’S PATENTED 
EQUIPMENT” 


AND 


“DUPLATE CORPORATION’S 
BULLET PROOF GLASS” 


A Combination of the Latest 
Improvements That Make YOUR 
Bank Immune to Hold-Ups 


Bankers in unprotected centers on 
modern Highways realize the menace of 
the day-light bandit. We are installing 
equipment that gives 100% protection 
from day-light hold-up, is attractive and 
economical. ‘‘When your life is at stake, 
it pays to get the best.” 

Investigate before it is too late. We 
will, without obligating you, send full 
particulars telling you how you can have 
this modern protection. 


J, H. Wise Gompany, Inc, 


PROTECTION ENGINEERS 
Syndicate Trust Building 


St. Louis, Missouri 













Chicago, and, of course, payment on 
the cheek was refused by the Con- 
tinental Illinois Bank and Trust Co. 
because the cheek was drawn on a 
non-existing bank. 

If the teller, or whoever passed on 
the cheek, had looked up the bank in 
the Blue Book, this mistake would 
not have been made and the bank’s 
total loss on this cheek would have 
been saved. 

Practically every bank in the 
United States is provided with a 
Rand M€Nally Bankers Directory, 
commonly known as the Blue Book, 
but not every one in the bank has 
been instructed to use it and even 
officers have failed to realize the 
creat mass of information it con- 
tains. 

More than 50 questions are an- 
swered about every bank in the 
United States. 


How To Verify a Check 


Perhaps one of the most important 
uses of this ‘*‘ Bankers Bible,’’ as one 
bank officer calls it, is in connection 
with the cashing of cheeks presented 
by strangers. If a stranger appears 
to be at all nervous, or if there is 
any doubt as to the authenticity of 
the check, the banker can quickly 
verify the main facts simply by re- 
ferring to the Blue Book. 

A common practice among more 
astute bankers is to question a 
stranger presenting a check regard- 
ing the officers of his bank. The 
conversation sometimes runs some- 
what like this: 

The officer says, ‘‘Oh, you are from 
Clearwater, are you? I believe | 
know the cashier of your bank. 
Let’s see, his name is—’’ 

If the stranger presenting the 
check is prompt in supplying the 
name and the officer of the bank 
finds upon opening the Blue Book 
that the information is correct, his 
mind is somewhat relieved. 

But he ean go still farther, if he 
desires, by asking the stranger if he 
knows any other officers in the bank. 
Questions as to the population of 
the city and location in it of this 
bank may also be verified in the Blue 
Book. Questions as to whether the 
bank has a savings department, a 
safe deposit department, a trust de- 
partment and so on, provide other 
means of testing the stranger. 

Another means of checking is the 
transit number on the check. These 
numbers are assigned by Rand 
M€Nally and Co. under authority of 
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COLD TENANTS 


made warm with- 
out additional heat 


One installation of Athey 
Cloth Lined Metal W eather- 
Strip in St. Louis saved 
$1500.00 a month the first 
year and eliminated the ne- 


cessity of a 350 H. P. Boiler 


a 33% return 
on the investment 












































Athey Weatherstrips 


of metal, lined with cloth, 


change any wood or 
steel school window 
from a rattling, loose, 
drafty sash to one that 
works smoothly and 
quietly and is abso- 
lutely draft-proof 
when closed. 


Every cubic foot of 
cold winter air enter- 
ing the building 
through loose windows 
replaces a cubic foot 
of warm air that has 
cost money, labor and 
fuel. 


Stop This Leakage for 
the life of the Building 
The saving in fuel will pay 
for the work and material 
in less than three years 
(that’s 33°% on the invest- 
ment) and some buildings 
have returned the invest- 
ment in less than two 
years—from then on the 
saving is clear profit. 

Hundreds of prominent 
Schools, Office Buildings, 
Hotels, Hospitals, Public 
Buildings and thousands of 
residences all over America 
are ATHE Y-Weather- 
stripped and enjoy comfort 
and low fuel bills. 


Gloth Lined 
Metal 
Weather- 
Strips 
and Pleated Shades that shate any part of the window 


ATHEY COMPANY 


6101 W. 65th St. CHICAGO 





D i 

New Depositors 
Appreciate the warmth of welcome extended 
by engraved Acknowledgment Cards. A greet- 
ing personalized by your signature—like the 
handshake of a friend—the effect is lasting. 


Further particulars gladly 
The Frank Martin Company 


Marshall Building -t- CLEVELAND 





Another Bank Joins First 
Bank Stock Corporation 


Announcement has just been received 
that the Austin National Bank and the 
Austin National Co. of Austin, Minn. have 
affiliated with the First Bank Stock Cor- 
poration of Minneapolis. 

This brings the number of banks in the 
holding company up to 49 with combined 
resources of $386,769,000. Resources of 
the Austin are given as $2,050,000. 
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the American Bankers Association 
to all banks in the United States and 
the number on the check should corre. 
spond exactly with the transit num- 
ber given in the Blue Book. 

Of course, it is a fact that there 
are changes in banks every day. Of- | 
ficers die or are replaced and the 
eapital structure of the bank varies 
from time to time. Banks merge or 
are bought out by others and a great 
volume of such changes occur every 
month. In fact, something like 300,- 
000 corrections are made in every 
semi-annual issue of the Blue Book. | 


Changes Reported In The 
Bankers Monthly 

The important changes, especially 
the closing of banks, the consolida- 
tions and the organizing of new 
banks are reported monthly in THE 
BANKERS MontHuy. These figures | 
supplement the semi-annual issue of 
the Blue Book and a good plan is to 
have some clerk make entries from 
these monthly tables in all of the 
Blue Books in the bank so that the 
Blue Book may be kept right up to 
the minute. 

A bank in Waukesha, Wis. had a 
collection, requiring the services of | 
an attorney, to be made in Excel, Ala. 
Naturally, the first thing the bank 
official did was to reach for the Blue | 
Book to get the name of an attorney 
in Exeel. The Blue Book quickly 
showed him that there is no attorney 
in this town. He turned to page 2133 | 
of the Blue Book to the list of at- 
torneys specializing in collections, 
and found Excel listed. He disecov- 


HE new en- 

trance to the 
remodeled First 
National Bank 
of Lansdale, Pa., 
contributes 
largely to the 


Have You Considered ‘Remodeling ? 


BS iprrae the erection of a new bank building has profited many 
a bank, there are other banks which could with perhaps equal 
profit remodel their present quarters. 

There are some bank buildings that readily lend themselves to 





building’s trans- 
formation. Toall 
appearances this 
remodeled build- 
ing is new and 
modern. 


rearrangement and enlargement—buildings that are commercially 
obsolete, yet are sound structurally. It is an economic error to de- 
stroy such a building if ingenuity and skill can arrange it to suit 
modern requirements and clothe it in — day garb. 

In approaching the question of remo cling, it is logical to determine 
first upon the ideal requirements of your finished bank just as you 
would if you were about to build a new building. Then, from meas- 
ured drawings of the present building, determine how little, or how 
much of this ideal arrangement you must part with in order to fit the 
old building—and how seriously the old building must be changed, 
particularly in its hidden parts, to receive the new arrangement. 

You thus guard against the two errors: either giving up too 
much that you want in order to use an old building, or rebuilding 





ered that an attorney in Monroeville | 
was prepared to make collections in 
Excel. 

Turning to Monroeville, he secured | 
the name of the law firm Barnett, 
Bugg, Lee and Jones. 

This same information is supplied 
for all bank towns in the United 
States. 


Checking A Mortgage As 
Collateral 
A banker in Pennsylvania had a 
customer present a mortgage on a 
piece of property in California, ask- | 
ing that the bank accept it as col- 
lateral for a loan. 
Realizing that mortgage laws differ 
in different states, this banker | 
checked up on the laws of California 
by referring to page 2253 of the 
Blue Book. There he found a resume 
of the principal stipulations on 
California mortgages and was able 
to pass judgment as to the value of | 





too much of an old building to make it fit new plans. 


TILGHMAN MOYER COMPANY 





The Design, Construction and Equipment of Bank Buildings 
ARCHITECTS « ENGINEERS 


Yi determining the ideal arrangement for 
your Bank, “Building the Bank for Busi- 
ness’? will help you. This book discusses the 
factors concerned in suiting bank buildings to 
the needs of modern banking business. It is 
illustrated with photographs of recent bank 
buildings, new and remodeled. 


Whether or not you are considering a change 
in your building, you are welcome to a copy. 
The coupon will bring it to you without obliga- 
tion, by return mail. 


TILGHMAN MOYER ComPANny, Allentown, Pa. 


Gentlemen: Without obligation, please mail 
me a copy of the booklet “Building the Bank 
for Business.” 


Name:___ — — 


Address: — — 











LIKE the magazine so well that I wish you 
would publish the year’s copies in book form 


which | could keep in my library. 
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GEORGE G. WATSON 


Trust Officer First Natl. Bank, Bartlesville, Okla. 















































IFORNIA BOUND? 


This Bank has Branches, which are com- 
plete Banks, in all parts of the Los Angeles 
area, and in 61 communities in California, 
sSyextending from Fresno and San Luis 
‘Obispo to the Imperial Valley. 


We have arrangements for giv- 
ing information, maps, etc., to 
new arrivals in California which 
J. F. SARTORI HENRY M. ROBINSON materially aid their comfort and 


President and Chairman Chairman of the Vv, 3 pleasure while in the State. 
of the Executive Committee Board Bath 








OUR OFFERING LIST WILL BE MAILED REGULARLY UPON REQUEST 








A National Standard for Short Term Investment 
GM A C obligations have been purchased by a clientele 


of nearly 8,000 banks, insurance companies, institutions 
and individuals, the country over. Their rating, as a 
national standard for short term investment, reflects 
established public confidence in G M A C prestige. 


offered at current discount rates 


GENERAL MoTors 
ACCEPTANCE CORPORATION 


OFFICES IN PRINCIPAL CITIES 


Executive Office -- BROADWAY at 57TH STREET ~- New York City 


| 





CAPITAL, SURPLUS AND UNDIVIDED PROFITS - OVER $66,000,00C | 











A Complete Course in Trust Operations 
THE BANKERS MONTHLY announces a course of articles on trust operations, 


considering the matter from the beginning to the end. This course is designed not 
only to help those banks that already have a trust department but to provide infor- 
mation for those that have no trust department on which they may base judgment as to 
whether such a department will be profitable or not. Following are some of the titles: 


How to start atrust department Advertising for trust business 
Pitfalls to be avoided Merchandising a trust department 


Fees for trust service Life insurance trusts 
Relations with the bar Servicing trust accounts 
How to get quick returns froma _ How to invest trust funds 
new department Publicity for the trust department 
Business insurance trusts Selecting trust department personnel 


Don’t allow your subscription to THE BANKERS MONTHLY to expire. Sub- 


scription rate: one year, $5; two years, $7.50; three years, $10. 


THE BAN KERS MONTHLY 


536 SOUTH CLARK ST. CHICAGO, ILLINOIS 








the instrument as collateral. 

It may surprise many to know that 
there are over 40,000 towns in the 
United States that have no banks. 
When some business must be trans. 
acted that requires a banking con. 
nection in one of these 40,000 towns. 
it is important to know what ad- 
jacent town supplies banking sery. 
ice. As a source of instant informa- 
tion on this point, the Blue Book 
(Banker’s Bible) gives the name of 
every town having no bank and im. 
mediately following, the name of the 
town that supplies banking service, 

Lists of principal banks in foreign 
countries are supplied. 


Has Maps For Reference 


There is a map for every state 
and every entry in the Blue Book is 
supplied with a key to the location 
of the town on the accompanying 
map. 

There is a complete list of state 
bankers association officers and an- 
other list of state bank officials and 
bank examiners, both state and na- 
tional. 


Information Supplied By 
Directory 


Lists of officers are supplied for 
the American Bankers Association, 
the Financial Advertisers <Associa- 
tion, the Investment Bankers As- 
sociation of America, the Mortgage 
Bankers Association of America, and 
the Canadian Bankers Association. 

There is a complete list of clearing 
houses in the United States and 
Canada and members of each clear- 
ing house are indicated. Other in 
formation includes a list of the comp- 
troller’s ealls to national banks from 
Sept. 9, 1886 to date. 

Other information is: Consoli- 
dated comparative figures of bank 
resources comparing all states, dates 
of regular meetings of state legisla- 
tures, days of grace, interest rates, 
grace on sight drafts. statutes of 
limitation for each state and for the 
provinees in Canada, rates of post- 
age both domestie and foreign, rates 
for express money orders, values of 
foreign coins, table of cardinal num- 
bers and commercial terms in ten 
languages, map of Federal Reserve 
districts, complete information re- 
garding all federal reserve banks and 
their branches, complete information 
regarding the Federal Farm Loan 
Board and joint stock land banks, 
a list of clearing houses in all cities 
with a comparison of deposits of 
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elearing house banks in each city for 
three periods. 

This article is written in the hope 
that it may prove of value in many 
banks that are not making full use 
of these various features of the 
Rand M¢Nally Bankers Directory. 
The proper use of this book may 
actually save the bank a heavy loss 
and will undoubtedly greatly facili- 
tate its business in many ways. 


A recently added feature is a 


buyer’s guide, known as the ‘‘ Bank- 
ers Service Guide.’’ 
lated and elassified list of coneerns 
that manufacture and,sell all sorts 
of bank supplies and equipment. 


HE latest edition of 
the Blue Book just in 
the mails contains infor- 
mation on 25,489 separate 
banks with total resources 


of $73,323,103,987. 

Of these, there are 7,537 
national banks, 17,323 
state banks, and 629 pri- 
vate banks. 


FRANK FUCHS, advertising manager 
of the First National Bank in St. Louis, 
and vice president of the St. Louis Adver- 
tising Club, has been selected as one of the 
principal speakers to address the Direet 
Mail Advertisers’ Association National 
Convention, to be held in Cleveland this 
month. 





MIDLAND NATIONAL BANK AND 
TRUST CO., Minneapolis, has affiliated 
with Northwest Bancorporation. On last 
report to the comptroller, Midland had 
$1,000,000 capital and surplus, undivided 
profits and reserves approximately $700,- 
000, deposits $20,306,388, and resources 
$24,580,196. Northwest Bancorporation, 
which embraces Northwestern National 
Bank, Minnesota Loan and Trust Com- 
pany, and five other institutions in Minne- 
apolis, now has affiliated in this Minne- 
apolis group, including Midland, deposits 
of $128,283,614 and combined resources 
$146,620,785. There are now thirty-four 
banks and trust companies located in 
Minnesota, North Dakota, South Dakota, 
Iowa, Wisconsin and Nebraska that are in 
the Northwest Bancorporation group and 
their combined resources are $344,750,453. 


JOHN R. LONGMIRE, president of the 
Mississippi Valley Company, securities 
division of the Mississippi Valley Mer- 
chants State Trust Co. of St. Louis, tend- 
ered his resignation, effective October 1, 
to become a general partner in the invest 
ment and brokerage firm of I. M. Simon «& 
Co. of St. Louis. 
been named. 


His successor has not 


This is a tabu- | 


| 








Inquiries regarding this 
subject will be answered 


fully and promptly. 


PERSONAL CONTACT 


mid-western hanker 

had heard of our 
unique method of handling 
call loans. He placed his 
funds on call through: the 
Interstate Trust Company. 
Within a period of a few 
weeks we had saved several 
hundred dollars for this 


correspondent. 


Perhaps we could do the 


same for you. 


INTERSTATE 


TRUST COMPANY 
Main Office—37 Wall Street 


New York City 


Member Federal Reserve System 
Resources over $65,000,000 


Readers will confer a favor by mentioning THE OCTOBER, 1929 BANKERS MONTHLY when writing to our advertisers 



































































The Bankers Librarian 


How To Govern Security 
Selection 
INVESTMENT PoLicies THAT 
Pay, by Ray Vance. Published 
by B. C. Forbes Co. N. Y. Cloth 

291 pages. Price $4. 

Here is a book for both the banker and 
the layman. It is one which the banker 
may recommend for reading by his client 
and one which he may well read himself in 
formulating the securities-buying _ policy 
of his bank and his own investment poliey, 

A basis of good judgment is the reason 
for each chapter and the facts governing 
such a basis are divided into three groups, 
the sources of capital, the investment of 
capital, and the handling of the invest- 
ments. 

Several chapters are devoted to the 
merits of common, merger and_invest- 
ment trust stocks and how to judge them. 
One deals with the factors influencing the 
change of security prices. The final chap 
ters are: ‘‘What Shall I Do To Invest 
Profitably?’’ and ‘‘My Philosophy of In- 
vestment.’’ This latter the author sums up 
in the following statement: ‘‘ Successful 
investment or successful speculation con : 
sists in making your money an efficient 
servant to secure for vou the things which 
you individually, or those for whom you | 
provide, need or desire.’’ 





sh oe oe 


A Financial Record of 

Aviation 
THE FINANCIAL HISTORY OF 
AMERICAN AVIATION INDUSTRY 
Compiled and published by the 
Commercial National Bank and 
Trust Co. of New York. Cloth 
160 pages. 

Here is a reference work of unusual dis- 
tinetion and merit, planned for the banker 
and investor. 

With the appearance of this Financial 
Handbook of the American Aviation In- | 
dustry it may be said that banking has 
permanently entered aviation. It is a new 
kind of aviation history—the financial 
record—and is the first publication of its 
kind by a leading American Bank. 

Each active aviation organization is 
listed in alphabetical order. The banker 
and investor has at instant reference these 
important financial facts:— 

When organized or incorporated; capi- 


Ee of the many SUI prising talization; kind, value, and distribution of 
vistas 1n the largest single shares; earnings; production record and 


plans; officers and directors; subsidiaries 


banking room in the world— owned or controlled; registrar and transfer 


agents; exchanges on which stock is listed. 





tm UNION TRUSTa Secondary Reserves and 


CLEVELAND Security Buying 

A booklet issued by the Clearinghouse 
‘Resources _— $300,000,000 Section of the American Bankers pea 
tion. It is the third in a series of pub 
lications on commercial bank management, 
the earlier booklets treating of ‘‘ Loan 
Administration Policies’’ and ‘‘ Profit and 
Loss Operations. ’’ 
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Two American Bank Presidents 
To Help Organize 
International Bank 













































— The president of the First National | &e 
Bank of New York, Jackson E. Reynolds, e e e 
and the president of the First National | 
Bank of Chicago, Melvin A. Traylor, have F 
You CAN and SHOULD have: 
and P ‘ 
er 1. Continuous Internal Audit. 
ient 
i 2. Accurate earning data readily 
ivy 
vn available. 
son 
rin 3. Actual control of each individual 
Ips, ° ‘ ° ‘ 
of | transaction involving Loans, Dis- 
’ 
” | counts and Investments. 
the . . : *.¢ 
be me. eS 4. Distinct segregation of Auditing and 
re MELVIN A. TRAYLOR Operating functions. 
ap been selected as the American represen 
‘est tatives on the committee to organize the 5. The comfort that comes from the 
In- International bank suggested under the assurance that ALL earnings are 
up Young plan for International payments. i F ; 
ful The committee will begin its work in | being received and properly credited. 
™ Brussels September 23rd. The two Ameri- 
ent can bankers were invited to serve on the ° * 
ich committee by Governor Emil Moreau of More than 200 banking units throughout 
rou the Bank of France. | the country find these and other advantages 
The Americans do not represent America | in the 
officially due to the fact that the United | 
States government has not given the neces- 
sary authorization to the Federal Reserve | DA Pp 
Bank. | Conentnntieninimeneicemmmedemamemmntl 
It has been stated that the location of TABLE YSTEM 
the International bank will not be decided | (TRADE MARK) 
upon until after the report of the organ- | 
ization committee. Sentiment, however, | 
seems to favor Brussels as the location and | ? ane 
he it is understood that the bank will prob- One of the highest authorities on bank 
2 ably be so organized that it can handle ° h 
— international payments of all kinds and accounting says of our met ods: 
ve may possibly prove to be a permanent , ‘ 
” organization to serve the business of the “The entire operating system must be keyed-up 
o world. to the same standard of PERFECTION in order 
we — to meet with and tie into its operations. 
ial THE INTERSTATE TRUST CO., New : 
its York announces the following promotions: It accomplishes AUTOMATICALLY a better 
Paul ©. Beardslee, formerly secretary an control of earnings and expenses than is pos- 
is — ome, wine president and ge of- | sible through q daily personal verification of 
er eer; Harry P. Aumack, formerly, treas- | 7 ial = 99 
Se urer, vice president and treasurer; Claude individual items. 
H. Meredith, formerly assistant secretary, 
a secretary. Certainly, you should investigate. No obliga- 
of . . . 
nl tion is involved. 
es Continental Chicago Corp. 
er T _ - - 
d. New Investment Trust Audit Control Division 


The outstanding event in Chicago finan 
cial circles recently was the announcement 
by the Continental Illinois banking group | 


hy he Continental Hints aking group | | BANKERS DEVELOPMENT 
“9 Chicago Corporation, an investment trust | CORPORATION 


with an authorized capitalization of $500), 
31 Nassau St. New York City 





b 000,000. Publie offering of an initial issue 
it, of 750,000 shares of no par preferred an¢ | 
in 750,000 shares of no par common stock | 
ul was made Friday morning at $68.50 a 
unit. The issue was immediately over 
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subscribed. An additional one million 
shares of the common stock were purchased 
by the Continental Illinois Company, giv. 
ing the Corporation a paid-in capital of 
$63,750,000. The stock was listed on the 
Chicago Stock Exchange in units of one 
share preferred and one share common, 

Arthur Reynolds, chairman of the Con. 
tinental Illinois Bank and Trust Co., js 
president of the Corporation. James R, 
Leavell, executive vice president of the 
Continental Illinois Co., is vice president, 
and Abner J. Stilwell, vice president of 
the bank, is secretary and treasurer. 


Equitable Trust Co. Near 
Billion Dollar Mark 


Formal consolidation of the Seaboard 
National Bank and the Equitable Trust 
Co. was completed September 16, merging 
the identities of two outstanding New York 
banks. The new institution, with total re- 
sources in excess of $800,000,000, will re- 
tain the name and charter of The Equit- 
able Trust Co. of New York. 

The combined capital, surplus, and un- 
divided profits of the consolidated institu- 
tion will be $90,000,000, divided as fol- 
lows: capital, $46,500,000; surplus, $38,- 
500,000; and undivided profits, approx- 
imately $5,000,000. 

It is expected that plans for an increase 
in capitalization and a_ split-up in the 
shares of Equitable stock will be announced 
in the near future. 

Arthur W. Loasby, who has been presi- 
dent of the Equitable, becomes chairman 
of the board, and Chellis A. Austin, presi 
dent of the Seaboard, becomes president of 
the Equitable. 




















The three story safe 


deposit vaults of the 














new Chase National 








Bank are completely 








equipped with Yale 
Double-Nose “Change- 
able-Key” Locks. 




















The country’s finest safe 





deposit vaults are equipped 
with Yale Locks. 


















The Yale & Towne Mfg. Co. 
Stamford, Conn., U.S. A. 








Union Commerce And Guardian 


THE CHASE NATIONAL BANK Detroit Groups Will Merge 


New York City A joint statement by Frank W. Blair, 


Graham, Anderson, Probst & White president of the Union Commerce Cor- 
Architects, Chicago, Ill. poration and Robert O. Lord, president of 
: the Guardian Detroit Group, Ine., an- 

E. A. Strauss & Son, Chicago, Ill. vag ; ees oe 
nounces that a merger or consolidation 


Bank Vault Engineers 


York Safe & Lock Co., York, Pa. 
Vault Builders 





YALE MARKED IS YALE MADE 








Send for Samples 


The New 


BANKER’S FISH 
SKIN SEAL 


For Registered Mail 


"(ORREGISTEREOMATL” Ge Saves Time and Money 


Manufactured only by 


DAVENPORT-TAYLOR MFG. CO. FRANK W. BLAIR 


. 412 Orleans St. Chicago, Il. 
will be effected of the Union Commerce 
BANKDRAFT LABELS - NAME PLATES - INDICATOR SIGNS Group and Guardian Detroit Group. 
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All Related Records 


written and posted in one operation 


"THERE is probably no department in 

your bank where the bookkeeping 
requirements are so exacting as in the 
Loan and Discount Department. That’s 
One very good reason why the Reming- 


records are written and posted in one 
operation. Notices, ticklers and register 
sheets are written and added simultane- 
ously. Direct, indirect and commercial 
liability ledgers are posted, balanced, 
















ton 23 Front Feed Bookkeeping Machine 
will meet your individual needs with less 
effort and cost. 


' and automatically proved. 


Accounting Methods Folder No. 10 con- 
tains interesting data on the Remington 
Installation in a well known Bank. Ask 


Remington methods bring simplification, 
us for it. 


speed and unfailing accuracy. All related 





Remington Accounting Machine Division— 


Remington Rand 


BUSINESS SERVICE HUze. 


Buffalo, N. Y. 
Sales Offices in all Principal Cities 


SSSCSS SSSR SSSSSSSSSSSSSS SST SSS SSS SSSR E SESS SSS SSS SSCS SSSR SSSE ESTES SSSR ESTEE SEESSSEEE REESE REESE RHEE EEE EEE EEE OBES 


Remington Rand Business Service Inc., 
Remington Rand Building, Buffalo, N. Y. 
Send me Accounting Methods Folder No. 10. 
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DATE EVENT PLACE 






























































Oct. 12-18 Investment Bankers Association Quebec 
Oct. 30- 

Nov. 2 Financial Advertisers Association Atlanta, Ga. 
Nov. 6-7 Nebraska Bankers Association Omaha 
Nov. 7-8 Fifth Mid-Continent Trust Conference Detroit, Mich. 
Nov. 8-9 Arizona Bankers Association Phoenix 



































An Opportunity to 
Create Valuable 
Good Will for 
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ustomers. Every 
cash an A. B. A. 
PB name of your bank 


ourist /agencies throughout the world. 

More fhan 60,000,000 separate cheques 

have’ been negotiated during the last 20 

years. A.B.A.Chequesare certified checks. 

\.B.A. Cheques are convenient to carry, 

afford complete protection against loss or 

theft of funds, and abroad command the 

favorable exchange rate of bankers paper. 

The cheque itself is an instrument of the 

highest grade, engraved on safety paper. 

, The name of your bank on A. B. A. 

f 7 F Cheques links your bank with your cus- 
CONSTANTINOPLE tomers, wherever they may be. 
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Trust Co. and the Union Trust Co. will be 
merged under the name Union Guardian 
Trust Co. and that the Guardian Detroit 
Bank and National Bank of Commerce wil] 
be merged as a state institution under the 
name Guardian Detroit Bank. The parent 
company, which will own or control the 
corporations in the combined group, will 
be known as Guardian Detroit Union 
Group, Inc. Frank W. Blair will be chair- 
man of the board of this group, Robert 0, 
Lord, president and executive head, and 
Henry E. Bodman, chairman of the exeen- 
tive committee. 

Of the Union Guardian Trust Co., Frank 
W. Blair will be chairman of the board, 
Robert O. Lord, chairman of the executive 
committee, and John N. Stalker will be 
president. Of the combined banks, Henry 
H. Sanger will be chairman of the board, 
Richard P. Joy will be vice-chairman of 
the board, Dr. Fred T. Murphy will be 
chairman of the executive committee, and 
Robert O. Lord will be president. The 
securities business will be conducted under 
the name Guardian Detroit Company, of 
which Carlton M. Higbie will be chairman 
of the board and John C. Grier, Jr., presi- 
dent and chief executive officer. 

The name of the Guardian Detroit Group, 
Ine. will be changed to Guardian Detroit 
Union Group, Inc. Thereafter, each share- 
holder of Union Commerce Corporation 
will receive one share of Guardian Detroit 
Union Group, Inc. stock for each share of 
Union Commerce Corporation surrendered 














Robert O. Lord, President, Guardian 
Detroit Bank. 


It was also unanimously voted by and 
recommended to the stockholders that the 
Bank of Detroit become a unit of the 
Guardian Detroit Group, Ine. 

At the same time it was announced that 
arrangements had been made for the in 
corporation into the new group of the 
Union Industrial Bank of Flint, the 
Thompson Savings Bank of Hudson, and 
the Bank of Hamtramck. 

If and when the stockholders approve 
the proposed consolidation of these insti 
tutions, it will result in a group of Michi 
gan banking institutions with capital assets 
of over $75,000,000, deposits of more than 
$350,000,000, and total resources in excess 
of $400,000,000, 










Saves Money 


As a complete list of all 
the banks in the United 
States with their cities 
and states this book is 
worth many times its price 
of $2.50. 
Those desiring such a list 
Ue a a ee s \ will find it an economical 
purchase as well as a ref- 
erence book of the ‘high- 
est value. 


The American Bankers Association \ 


Quick as a flash, and with unerring accuracy, this book reveals 
the transit number of any bank in the country, at a glance. 

Revised to September, 1929 every American bank is listed 
alphabetically by state, city and name, and cross-indexed numer- 
ically by transit number. So many banking changes have taken 
place since the last edition that your Transit Department is not 
safely equipped unless you have this latest Key to the Numerical 
System. 

This book is published by Rand M¢Nally & Company as 
official numbering agents of the American Bankers Association. 
The price is $2.50 per copy and this includes semi-annual supple- 
ments, which will be mailed to you until publication of the next 
edition. 

This low price necessitates an edition limited strictly to known 
demand and we urge you to place your order at once to avoid 
disappointment. 

Send the coupon now, while your order can be filled. 
| 


PUBLISHED BY 


RAND MENALLY & GoMPANY 


Largest publishers of banking publications in the world 
536 S. Clark Street Chicago, Iil. 
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The trend is 


URING the first eight months of 
the current year, large commer- 
cial banks in the United States or- 
ganized 22 companies to do an in- 
vestment securities business. Most 
of these new securities affiliates are 
of substantial size. A recent consol- 
idation in Chicago, for example, will 
provide the middle west with another 
bank-owned securities house having 
a paid-in capital of $7,000,000. 

This movement is not confined to 
the large cities. More than 20 banks 
in the smaller centers have likewise 
organized subsidaries to engage in 
the securities business. It is a trend 
that is in all the 
country. The commercial banks, in 
increasing numbers, are going into 
the investment banking business. 

Large and small, there are now 


progress over 






















NAME OF COMPANY 


Foreman National Corporation 
American Pacific Corporation 
Midland Corporation 

Brooklyn National Corp. 
Central National Co. 
Continental Corporation 
Normandie Nat. Securities Corp. 
Chatham Phenix Corp. 
International Manhattan Co. 
Bancamerica-Blair Corporation 
Continental Illinois Company 
Chemical National Co. 
American Exchange Co. 

First Nationa! Corporation 
Trusco Securities Co. 

Union Company 

Security-First Nat. Co. 
Central-Illinois Co. 

Ohio National Co. 

East Hampton Securities Co. 
Seacoast Company 

Boatmen’s National Co. 

Union Cleveland Corporation 
First National Company 

First Seattle-Dexter Horton Securities Co 


First Bank Stock Investment Co. 


More Banks Sell Securities 


By EDWIN E. TROXELL 


more than 100 securities distributing 
organizations in the United States 
which are either owned by a bank 
or trust company or whose stock is 
trusteed for the benefit of the stock- 


holders of the parent commercial 
bank. Approximately 50 of these 
companies, with individual eapital- 
izations ranging from half a million 
to $110,000,000, belong to the larger 
banks in the half dozen largest cities. 


Bank Companies Originate 
Issues 
Already a substantial volume of 
business is being done by these bank- 
owned securities companies. In the 
first six months of 1929, seven of 
these companies either originated or 
were syndicate members for new 
issues of securities totalling $1,766,- 


Representative Bank-Owned Securities Companies 


Organized During Current Year 


BANK 


Foreman Nat. Bank 

Pacific Trust Co. 

Midland Bank 

Brooklyn Nat. Bank 

Central National Bank 

Continental Bank 

Lefcourt Normandie Nat. Bank 
Chatham Phenix Nat. Bank & Trust Company 
Bank of Manhattan Co. 

Bank of America, N. A. 

Continental Illinois Bank and Trust Co. 
Chemical National Bank 

American Exchange Nat. Bank 

First Nat. Bank & Trust Co. 

Atlanta & Lowry Nat. Bank 

Union Bank & Trust Co. 

Security-First Nat. Bank 

Central Trust Company 

Ohio National Bank 

East Hampton Bank & Trust Company 
Seacoast Trust Co. 

Boatmen’s Nat. Bank 

Union Trust Company 

First National Bank 
First-Seattle-Dexter Horton National Bank 


First National Bank 


toward bank-owned investment subsidiaries 





000,000. New securities offered the 
publie for the period aggregated in 
round numbers $5,027,000,000, so 
that bank-owned companies 
handled a little more than 35% of 
the business. 

While the importance of the bank- 
owned securities companies as orig- 
inators and wholesalers is indicated 
by these figures, actually they do a 
much larger than these 
figures indicate. Many of these 
companies do little or no originating, 
but confine their efforts entirely to 
retailing. 

An average estimate, as given by 
leading investment bankers 
ciated with both bank-owned com- 
panies and with private houses, is 
that the bank-controlled securities 


these 


business 


asso- 


affiliates, as originator and retailer, 


City INVESTED CAPITAL 
Chicago $6,000.000 
New York 1,250,000 
Cleveland 3,000,000 
Brooklyn 3,000,000 
Cleveland 1,000,000 
New York 3,000,000 
New York 5,000,000 
New York 8,500,000 
New York 5,000,000 
New York 53,000,000 
Chicago 20,000,000 
New York 9,000,000 
Dallas 1,000,000 
Rochester 1,000,000 
Atlanta 4,000,000 
Los Angeles 1,500,000 
Los Angeles 6,000,000 
Chicago 3,000,000 
Columbus 75,000 
East Hampton, Conn. 200,000 
Asbury Park, N. J. 200,000 ' 
St. Louis 500,000 : 
Cleveland new 
St. Louis 
Seattle 2,000,000 

(St. Paul 50,000,000 
' Minneapolis 
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CONTINENTAL [ILLINOIS 
COMPANY 


CHICAGO : NEW YORK 
231 S. La Salle Street 20 Pine Street 


= 


Underwriter, wholesaler and 


retailer of investment securities 


Minneapolis Milwaukee 
Detroit Cleveland 
Kansas City St. Louis 
Omaha Des Moines 
Wichita Atlanta 


Houston 


= 


Capital - 20 million dollars 








are doing from 40 to 45% of the 


securities business of the United 
States at the present time. This 
estimate applies to new financing 
by business corporations, and not to 
speculative operations in the organ- 
ized securities markets. 
Organization of these securities 
companies by the banks is a logical 
and natural development. In the 
last two decades, the nation’s wealth 
has increased enormously. In every 
community, no matter how small, 
there are now people with funds for 
investment. With this growth in 
wealth, there has been a consequent 
increase in the number of large scale 
enterprises. To finance the growth 
of large scale commerce and indus- 
try, it has been necessary for the 
managers to go to the public. 


Banks Need Investment 
Services 


Service to its best customers, there- 
fore, made the organization of secur- 
ities companies a practical necessity. 
Many of these now important cus- 
tomers came to the bank when their 
business was small, and when, in 
many instances, about all they had 
to offer was their prospects for 
growth and profits. The banker 
nursed them along during this 
period. He became intimately ac- 
quainted with the business and, in 
large numbers of instances, had a 
large part in its successful growth. 
When it reached the point where 
public financing was necessary, the 
bank would be the first to know it. 
The handling of this financing was 


generally a profitable piece of busi- 
ness, and it was one which could be 
secured without effort. Inability to 
provide long term accommodation 
not infrequently resulted in the loss 
of the account, as well as the loss 
of an easy profit. To provide a 
complete service to their customers, 
whether they wanted investments or 
financing, and to put themselves in 
a stronger competitive position, 
banks have organized, and will con- 
tinue to organize, securities affiliates. 

Many bankers feel, and a few 
bond men admit, that the local banks 
are the logical retailers of securities. 
Customers have long been accus- 
tomed to asking the bank’s advice 
when they had surplus funds to in- 
vest. The local banks, as a result 
of this long-established custom, have 
a ready market awaiting them, and 
they can supply this market at mini- 
mum cost. Once their securities 
subsidiaries are in operation and 
able to get wholesale prices from the 
originators, the banks are quickly 
able to develop a profitable business. 
While the earnings of most bank- 
owned securities affiliates are not 
made public, it can be stated with 
certainty that, in practically all in- 
stances, they are quite satisfactory. 


The new styles in investments 
have undoubtedly hastened the or- 
ganization of bank-owned securities 
companies. Not long ago, the test 
of an investment was its safety, 
yield, and marketability. Investors, 
for the time being at least, have dis- 
earded these old tests. Now what 
they demand is profits. When it 


was the style to buy conservative 
bonds, a bank could, under the laws 
of most jurisdictions, take care of 
its customers by organizing a bond 
department. 


Subsidiaries Can Best Handle 
The Business 


When bonds went out of style, 
and investors began to buy pros- 
pective profits in the form of con- 
vertibles, options, warrants allot- 
ment certificates, stock units, and 
common stock, it was not in keeping 
with the conservatism of American 
commercial banking to supply them 
through its bond department. 
Affiliated companies, however, could 
eater to this new demand, and, by 
limiting all offerings to conservative 
issues, both serve their customers 
efficiently and make a profit for 
themselves. 

While thus far, most of the bank- 
owned securities companies have 
been organized by the larger insti- 
tutions in the recognized financial 
centers, there is a growing tendency 
for banks in smaller cities to follow 
the lead of their metropolitan con- 
temporaries. 

In the last nine months a number 
of such companies have been formed 
by banks in towns ranging from 
15,000 to 200,000 population. There 
appears to be no good reason why 
the smaller banks should not organ- 
ize such subsidiaries. They have the 
same ready market for securities 
among customers and investors in 
their local territory as had the big- 
ger banks in the larger centers, and 


Representative Bank-Owned Securities Companies (Continued) 
Organized Previous to 1929 


NAME OF COMPANY 


First Chicago Corporation 
Bankers Company 

Public National Corporation 
National Republic Company 
Interstate Corporation 

Old Colony Corporation 
Hibernia Securities Co., Inc. 
Guardian Detroit Company 
First National Corporation 
First National Company 
First Wisconsin Company 
Mercantile-Commerce Company 
Union Secueities Company 
First National Securities Company 
First National Company 
Pacific National Company 
First National Company 
Fidelity National Company 
Central National Company 
National City Company 
Chase Securities Corporation 
Guaranty Company 
Shawmut Corporation 

N. W. Harris Company 


BANK 


First National Bank 

Bankers Trust Company 

Public National Bank & Trust Company 
National Bank of Republic 

Interstate Trust Company 

Old Colony Trust Co. 

Hibernia Bank & Trust Co. 

Guardian Detroit Bank 

First National Bank 

First National Bank 

First Wisconsin National Bank 
Mercantile-Commerce Bk. & Tr. Company 
Union Trust Company 

First National Bank 

First National Bank 

Pacific National Bank 

First National Bank 

Fidelity National Bank and Trust Co. 
Central National Bank 

National City Bank 

Chase National Bank 

Guaranty Trust Co. 

National Shawmut Bank 

Harris Trust & Savings Bank 





INVESTED CAPITAL 


$ 5,000,000 
2,500,000 
2,400,000 
1,000,000 
1,035,000 
1,000,000 

850,000 
5,000,000 
3,000,000 
1,336,000 
2,586,000 
8,500,000 
2,285,000 

509,000 

250,000 
3,750,000 
3,750,000 

286,000 
3,700,000 

110,000,000 
106,250,000 
28,000,000 
7,500,000 
5,000,000 


City 
Chicago 
New York 
New York 
Chicago 
New York 
Boston 
New Orleans 
Detroit 
Boston 
Detroit 
Milwaukee 
St. Louis 
Cleveland 
Baltimore 
Tulsa 


Seattle 
Portland, Ore. 
Kansas City 
New York 
New York 
New York 
New York 
Boston 
Chicago 
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they are getting increased requests 
from their commercial and indus- 
trial customers for long-term ac- 
ecommodation. While these smaller 
bank-owned companies are never 
likely to be important originators of 
new business, they should become 
increasingly important as retail dis- 
tributors. There is a large volume 
of investment business in the smaller 
communities which the local banks 
could secure, at a satisfactory profit, 
if they made any effort to get it. 
At the present time much of this 
business is going to others merely 
because the local banks are not in a 
position to handle it. 


What Will Become of Bond 


Houses 


The question is frequently raised 
as to the ultimate effect of the 
present movement in organizing 
bank-owned securities companies. 

‘*Won’t these bank-owned securi- 
ties companies eventually put all of 
us bond men out of business?’’ was 
the way the partner in a fair-sized 
middle western house put it recently. 
‘‘They are almost always closer to 
firms in need of financing, and when 
an investor is in funds they know 
it long before we do. What I would 
like to know is, where we are ‘going 
to get off’?’’ 

The consensus of opinion among 
representative men now in the busi- 
ness is that while the bank-owned 
companies may become increasingly 
important, they will not drive the 
privately-owned houses out of busi- 
ness. 

‘*Too much water has already gone 
over the dam,’’ one man told me, 
and his statement is representative 
of perhaps a dozen others who were 
asked for their opinion. ‘‘We have 
a highly developed buying and dis- 
tributing organization. We have a 
considerable number of satisfied 
clients, and we have our friends who 
look to us to handle their financing. 
After all, we are merchants of secur- 
ities. In the final analysis, it is a 
matter of sales. The bank-owned 
companies need us, or houses like 
ours, to help them put their issues 
away, just as we sometimes need 
the bank-owned companies to help 
us handle the larger underwritings. 
So far, our business has been in- 
creased by the growth of such com- 
panies as the Chase Securities Cor- 
poration and the Guaranty Com- 
pany, and I see no reason to believe 
the future will be any different from 


A NATIONAL CITY 
MAN CAN HELP YOU 








»-e- When you want 


to broaden your 


investment view 


The ramifications of modern investment are 
so extensive these days that you cannot hope 
to keepalways abreast of changing conditions. 
Nor do you have to. Just put your investment 


inquiries to The National City Company’s 
nearest office—one of our experienced ser- 
vice men will be glad to talk with you. Our 
116 years of financial experience, coupled 





with world-wide investment connections, give - 
us an investment viewpoint which you will 
find valuable in broadening your own. 


The National City Company 


National City Bank Building, New York 


Offices in more than 50 leading cities throughout the world 


BONDS - SHORT TERM 


NOTES : 


ACCEPTANCES 








the past.”’ 

‘‘That appears to be a highly im- 
probable eventuality,’’ the executive 
in charge of one of the larger bank- 
owned companies said, when he was 
asked whether eventually such com- 
panies would not eliminate the 
privately-owned securities houses. 


‘‘The volume of new financing 
is now so large, and the demand 
for capital is likely to continue to 
inerease at such a rapid rate that 
there will be plenty of business for 
all of us. You want also to remem- 
ber that many of these houses have 
substantial capital, are old and well 
established, and, in their own field, 
enjoy quite as much prestige as do 
the commercial banks in theirs. In 
the granting of commercial credits, 
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banks have been dominant for a long 
time, and yet they have never been 
able to come anywhere near mo- 
nopolizing the commercial paper 
market. 

There have always been, and prob- 
ably always will be, commercial 
paper houses, acceptance houses, dis 
count companies, and other special- 
ized companies handling short time 
credits. If these companies can con- 
tinue to thrive and make a profit, 
there is every reason for believing 
that the old line bond houses, with 
their experienced, highly-specialized 
organizations, established connec- 
tions, and highly skilled personnel 
will continue to be important factors 
in underwriting and distributing 
securities in the United States.’’ 
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Iowa Public Service 
Company 
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512% Series due 1959 
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New York 
Milwaukee 


Boston 
St. Louis 


New Holding Company For 
Spokane Region 


The Old National Corp., a holding com- 
pany with a capitalization of $10,000,000, 
has just been formed in Spokane. Through 
stock purchase, it will acquire ownership 
of the Old National Bank and Union Trust 
Co., the First National Trust & Savings 
Bank, both of Spokane, and a substantial 
group of the better known banks in the 
intermountain region and the Pacific 
Northwest. 

One-third of the holdings of the Old 
National Corp. will be exchanged by the 
shareholders of the Old National Bank and 
Trust Co. for all of the ‘‘B’’ or voting 
stock of the new corporation, and deposited 
with the Old National bank under a pool- 
ing agreement. The ‘‘A’’ stock will be 
sold at the same price, receive the same 
dividends, have prorata ownership in all 
of the corporation’s assets and full par- 
ticipation in the earnings and benefits ae- 


Iowa Public Service Company supplies electric 
light and power to more than 200*cities and towns 
in western and north central Iowa. It also fur- 
nishes manufactured gas, water and steam heat to 
certain of these localities. 


This section of Iowa, one of the largest agri- 
cultural communities in the world, includes a 


population of approximately 500,000. 


Net earnings for the 12 months ended July 31, 
1929; are more than 2.63 times annual interest 


Over 80% of the gross earnings for this period 
was derived from the sale of electric light and 
power 14.6% from the sale of manufactured gas 
and the balance from water, steam heat and mis- 


Price and descriptive circular on request. 


A.C.ALLYN*» COMPANY 


INCORPORATED 
Investment Securities 


67 West Monroe Street, Chicago 
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cruing from its future growth and opera- 
tion. 


JOHN G. LONSDALE, president of the 
Mercantile-Commerce Bank and Trust Co., 
of St. Louis, Mo., recently had the honor 
of opening the first long distance telephone 
line into Lonsdale, Ark., a town named 
after him. Mr. Lonsdale was spending his 
vacation at his summer home, ‘‘ Peaceful 
Valley,’’ 
telephone line was completed by the Bell 
Telephone Company. 


near Lonsdale, when the new 


He was prevailed 
upon to send the first greetings over the 
wire, which he did by calling up a news- 
paper, The Sentinel-Record, at Hot 
Springs. The town of Lonsdale was named 
after the banker due to his activities, at 
an early age, in building a railroad line 
between Little Rock and Hot Springs. 
The line is now a part of the Missouri 
Pacifie system and passes through the town 
of Lonsdale. 


Irving Trust Acquires 
Investment Trust 


Irving Trust Co. has entered the invest 
ment trust field through the acquisition of 
Investment Managers Co. This company 
was organized in 1924 by associates of 
Edgar Lawrence Smith, including the in. 
vestment firms of Wood, Low & Company 
and Roosevelt & Son. It was among the 
first to manage investment trust funds 
upon a strictly fee basis. Its activities 
will be continued by a corporation organ- 
ized under the laws of New York State and 
named Irving Investors Management Com- 
pany, Ine. 

Mr. Smith, president of the former com- 
pany, will continue as president of the 
new company and as a member of its 
board of Directors. The other directors 
will be George 8. Franklin, of Cotton & 
Franklin; John F. B. Mitchell, of Wood, 
Low & Co., and George Emlen Roosevelt of 
Roosevelt & Son (all formerly directors of 


Investment Managers Company) ; together 
with Lewis E. Pierson, chairman of the 


board, Harry E. Ward, president, and 
Douglas T. Johnston, vice president of 
Irving Trust Co. 


CHICAGO TRUST CO. was awarded 
first prize for having the best mortgage 
and finance advertising display at the con- 
vention of the National Association of 
Real Estate Boards held at Boston. The 
prize was a bronze plaque. The display 
was submitted by Chester L. Price, in 
charge of the advertising and new business 
department of the Chicago Trust Co. 


Union Trust, Cleveland 
Organizes Investment Trust 


The Union Cleveland Corp., formed by 
the Union Trust Co. for the purpose of 
underwriting, wholesaling and retailing in- 
vestment securities, 
recently began op- 
erations. Direct 
management of the 
corporation will be 
in the hands of 
A. C. Coney, vice 
president and gen- 
eral manager, 
and C. B. Lincoln, 
vice president. 

The officers of 
the Union Cleve- 
land Corp. will be 
J. R. Nutt, presi- 
dent; W. M. Baldwin, vice president; 
A. C. Coney, vice president and manager; 
C. B. Lineoln, vice president; Peter Ball, 
assistant vice president; C. E. Regester, 
assistant vice president; E. N. Wagley, 
secretary; Henry Ranft, treasurer; L. J. 
Roeder, assistant treasurer and H. E. 
MeMillan, city sales manager. 

The new corporation is owned by the 
shareholders of The Union Trust Co., the 
stock interest of each shareholder being 
proportionate to his stock interest in the 
bank. As organized, the new corporation 
is empowered to meet changing require- 
ments of modern business and to offer a 
broad and flexible securities service both to 
corporations and investors. 
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Charles E. Tillman Appointed 
Equitable Representative In 
Atlanta Territory 


The Equitable Trust Company of New 
York announces the appointment of 
Charles E. Tillman as its representative in 
the Atlanta terri- 
tory to sueceed 
Wallace M. Mont- 
gomery, resigning 
representative. 
This Atlanta office 
is one of a chain 
of nine offices rep 
resenting the trust 





subsidiaries in key 
industrial 
of the 
All these offices, 
working in close 
touch 
main office in the center of financial New 


centers 





| 
| 


=| 


CHARLES E. TILLMAN 


York, provide out-of-town banks and busi- | 


ness houses as a rapid means of transact- 
ing New York and foreign business. 

Mr. Tillman is unusually well equipped 
for his position as local representative of 
this great New York bank. He is a native 
of Georgia, a graduate of one of its univer- 
sities, and has a background of twelve 
years financial experience in banking insti- 
tutions of the state. As assistant cashier 
for the last four years of the Citizens and 
Southern, one of the largest banks in the 
Atlanta district, Mr. Tillman has acquired 
a first hand knowledge of business condi- 
tions and a keen understanding of bank- 
ing needs in this territory. 


Huge Holding Company Will 
Control N. Y. Banks 


Organization of The Marine Midland 
Corp., with a capital structure to provide 
for a billion dollar organization, has begun. 
It is expected it will control banks and 
trust companies in New York state with 
combined resources of more than $500,- 
000,000. 

Four strong banking groups are sponsor- 
ing this huge holding company, which will 
be incorporated under the laws of Dela- 
ware. They are Stone and Webster & 
Blodgett, Inc., White, Weld & Co.; Schoell- 
kopf, Hutton & Pomeroy, and the Marine 
Union Investors. 

Plans provide for organization of a new 
trust company in Wall Street which will be 
known as the Marine Trust Co. of the City 
of New York and which will be controlled 
by the Marine Midland Corp.  Paid-in 
capital and surplus of the trust company 
will probably amount to about $25,000,000, 

The new company proposes to acquire 
the Marine Trust Co. of Buffalo, which is 
the largest bank in the state outside of 
New York; the Union Trust Co., Roches- 
ter, the largest bank in that city; and the 
following banks and trust companies: 
Niagara Falls Trust Co., Niagara Falls; 
National Bank & Trust Co., Lockport; 
State Trust Co., North Tonawanda; Work- 
ers Trust Co., Johnson City; Bank of East 
Aurora; Bank of La Salle; First Trust Co., 
Tonawanda: Peoples Trust Co., Bingham- 
ton; Union Trust Co., Jamestown; Orleans 


eountry. | 


with the | 


| 


company and _ its | 














ew population to serve 


ARLY sixty per cent 

of the world’s tele- 
phones are in the United 
States. There are more than 
sixteen telephones for every 
hundred persons in this coun- 
try. The total number of new 
telephones added by the Bell 
System,in 1926 was 765,000; 
in 1927, 698,000; in 1928, 
750,000. The fact that the 
responsibility for such a large 
part of the entire telephone 
service of the country rests 
solely upon the Bell System, 
imposes on the management 
an unusual obligation to the public 
to see to it that the service shall at 
all times be adequate, dependable 
and satisfactory to the user. 


The American Telephone and 
Telegraph Company, with its pred- 
ecessors, has paid dividends regu- 
larly for forty-nine years. The Bell 
System is expending more than 
five hundred and fifty million dol- 
lars this year for new plant and ser- 
vice improvements. Through a far- 





sighted management, the Bell 
System maintains telephone service 
at the lowest cost consistent with 
financial safety. 


More than 450,000 stockholders 
own American Telephone and Tele- 
graph Company shares which are 
so widely distributed that no one 
individual holds as much as 1% of 
the total capital stock. 

May we send you a copy of our 
booklet, “Some Financial Facts’’? 


BELL TELEPHONE 
SECURITIES CoO., Jue. 


195 Broadway 





New York City 


IN ATLANTA 


For 63 years the Atlanta and Lowry has served 
its correspondents promptly and accurately, 
broadening such service as the commercial 
progress of the southeast created new demands. 


Combined Resources More Than $70,000,000 


ATLANTA AND LOWRY 
NATIONAL BANK 
AND 


TRUST COMPANY OF GEORGIA 
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Correspondent Banks 


NEARLY a century’s accumulated experience and 
conservative progress have qualified the West- 
minster Bank to offer its cha: acteristic service as 
a London correspondent to foreign banking es- 
tablishments. It functions through a system of 
over 900 of its own branches in England and rep- 
resentation in every banking town in the world, 
and is amply equipped (as are the Paris and 
Brussels offices of the Westminster Foreign Bank) 
for specialized service in credits, collections, ex- 
change, and all the ramifications of commercial 
finance. Banking houses wishing to establish 
a London connexion are invited to 
communicate with the 
Manager 


WESTMINSTER BANK 


LIMITED 
New York Representative 


C. M. PARKER, 68 WILLIAM STREET 
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HEAD OFFICE: 41 LOTHBURY, LONDON, E.C.2 
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A Complete Banking Service 


The Midland Bank offers exceptional facilities for transacting 
banking business of every description. Together with its affilia- 
tions it operates over 2450 branches in Great Britain and Northern 
Ireland and, in addition to offices in the Atlantic Liners Aguitania, 
Berengaria and Mauretania, has agents and correspondents in all 
parts of the world. The offices of the Bank in Poultry, London, 
E.C. 2 and at 196 Piccadilly, London, W. 1 are specially equipped 
for the use and convenience of visitors in London. 


OVERSEAS BRANCH : 122 OLD BROAD STREET, LONDON, E.C. 2. 


MIDLAND BANK 


LIMITED 
HEAD OFFICE: 5 THREADNEEDLE STREET, LONDON, E.C. 2 





CORNELL & COMPANY 


Certified Public Accountants 
Cable Address—*‘Cornelcoke” 


Minneapolis Pittsburgh Denver Philadelphia 
Cleveland Louisville Dalias Amarillo 
Salt Lake City Tul<a Hutchinson 
Oklahoma City Monroe Topeka 
Portland San Francisco Seattle Kansas City 
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New York Montreal St. Louis Washington, D. 
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Bank of Snyder: 
Lackawanna National Bank, Lackawanna: 
Cortland Trust Co., Cortland; and others 
to be announced. 

The Marine Midland Corp. will have 
authorized capital of 10,000,000 common 
shares. The chief officials of the Marine 
Midland Corp. will be George F. Rand, 
president; Ernest Stauffen, Jr., chairman 
of the board; and Harral 8. Tenney, vieo 
president. 


Franklin Trust Celebrates 
25th Anniversary 


Twenty-five years ago the Franklin Trust 
Co., Philadelphia, first opened its doors for 
business on the Southwest corner of 
Columbia Avenue and Hutchinson Street. 
Their first report rendered to the Commis 
sioner of banking in December of that yea: 
showed resources slightly in excess of 
$300,000. Since that time the company 
has enjoyed a very steady growth, until 
today, without consolidation or merger, 
their resources exceed $50,000,000 with de 
posits of over thirty-eight million. 

Mr. C. Addison Harris, Jr. now presi 
dent of the bank, was one of its organizers, 
and its first secretary. Two of its present 
directors, Mr. Milton D. Gehris and Mr. 
P. J. Baral were also among the founders, 

When asked what one factor contributed 
most forcibly to their remarkable growth 
President Harris replied ‘‘ faithful service 
to the public. We have always en 
deavored to gear our service to anticipate 
the ever changing requirements of modern 
business and are continually endeavoring to 
provide newer and better facilities for ow 
customers’ convenience. *’ 


Canadians Will Address 
Investment Bankers 


The Investment Bankers Association will 
hold its 18th annual convention October 12 
to 18 at Chateau Frontenac, Quebec, 
Canada. 

Sunday and Monday, October 12 and L, 
are given over to arrival of delegates, 
committee meetings and golf. 

Tuesday, October 14, reports of the 17 
committees to the board of directors. His 
Honor, Henry George Carroll, K.C.,L.L.D., 
Lieutenant-Governor of the Province of 
Quebec, will welcome the Investment Bank- 
ers. He will be followed by the Honor- 
able L. A. Taschereau, K. C., L. L. D., 
Premier of the Province of Queber. 
Rollin A. Wilbur, president of the Invest 
ment Bankers Association, is the third 
scheduled speaker for this day. 

Wednesday, October 15, committee re- 
ports will continue. The Right Honorable 
William McKenzie King, Prime Minister 
of Canada will give an address on Winston. 

As this magazine goes to press, the spe- 
cial speaker for Thursday had not been 
announced. Committee reports as usual. 

On Friday, E. W. Beatty, K. C., L. L.D., 
chairman and president of the Canadian 
Pacific Railway will speak. The other 
feature of this day is President Wilbur’s 
reception, the highlight of which will be 
M. Charles Marchand’s ‘‘Troubadors of 
Old Quebec. ’’ 


Golf, sight-seeing tours and other forms | 
of entertainment are planned for each day- 
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HE program has been released for the 

annual convention of the Financial Ad 
vertisers Association to be held October 
30th to November 2nd at Atlanta, Ga. 

The high points in the program are as 
follows: 


For Layout And Copy Men 


make 
layouts, ’’ 


‘*How to 
effective 
by Don 
advertising manager, 
Union Trust Co., 
Cleveland. 


Knowlton. 





**How to build 
rapeenenenpepacee 4 human interest 
DON KNOWLTON anys by Avery 


Clinger, vice president, First Citizens Trust 
Co., Columbus, Ohio. 

‘‘Cultivating the customer,’’ by E. V. 
depart 


Newton, manager, new business 
ment. Cleveland Trust Co., Cleveland, 
Ohio. 


‘*Soliciting correspondent bank ace 
counts,’’ by Monte J. Goble, vice presi- 
dent, Fifth-Third Union Trust Co., Cin 
cinnati. 

‘*Selling savings accounts from house to 
by O. G. Alexander, assistant vice 
president, Bank of the Manhattan (Co., 
Jamaiea, N. Y. 

‘‘The 


George L. 


house, 


sales or service manual’’ by 
Willman, president, George L. 
Willman, Inc., Sales and Advertising Coun- 
selors, Chicago. 

‘*The trend of savings and how ean its 
future be developed’’ by Harris Moriarty, 
vice president, American Traders Natl. 
Bank, Birmingham, Ala. 


Program For Investment 
Bankers 


investment 
Becker & 


‘* Institutional copy for an 
by Joseph Levin, A. G. 
Co., Chicago. 

** Sales 
houses, ’’ 


house, ’’ 


promotion for investment 
by Harry Owens, Halsey Stuart 
& Co., Chicago. 

‘Copy analysis’’ by Daniel Starch, 
Ph. D., consultant in commercial research. 

‘*Can we solve the problems of the 
by Robert W. Sparks, 
vice president, Bowery Savings Bank, New 
York City. 

‘* How to develop a real estate loan serv 
ice,’’? by Chester Price, Chieago Trust Co., 
Chicago. 

‘*What the advertising man _ should 
know about commercial banking,’’ by Don 
Knowlton, Union Trust Co., Cleveland. 

‘*How to sell the checking account as a 
financial service to individuals,’’ by 
Leopold Chambliss, assistant vice presi- 
dent, Fidelity Union Trust Co., Newark, 
N. J. j . 

‘*How to inaugurate and announce the 
service charge,’’ by David Auch, assistant 
secretary, Ohio Bankers Association. 

‘* How to sell the financial institution to 
the inside organization, stockholders diree 
tors, officers and employees’’ by Fred Ells- 


dormant account,’’ 
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Remarkable Program 


For F. 


A. A, 


worth, vice president, the Hibernia Bank 
& Trust Co., New Orleans. 

‘* How to sell the financial institution to 
the public’? by Daniel Lipsky, vice presi- 
dent, Manufacturers Trust Co., New York. 

‘*How the New York Stock Exchange 
utilizes motion pictures,’’ supplemented 
by a two-reel film, by Jason Westerfield, 
publicity director, New York Stock Ex- 
change. 

‘*How to shape up a radio program,’’ 
supplemented by a Halsey, Stuart radio 
hour (actual broadeast over 38 stations) 
by A. E. Bryson, first vice 
Halsey, Stuart’ & Co.,- Chicago. 


president, 


‘*The talking movie as an advertising 
medium,’’ supplemented by actual demon- 
stration by H. R. Menefee, manager, com- 
mercial division, Fox-Case Corp. 

‘*How to interest women of means in 
financial matters,’” by Mrs. Rosenblatt, 
income analyst, First National Bank, 
Detroit. 

**Merchandising—t he- new financial 
tempo’’ by Harold Stonier, educational 
director, American Institute of Banking. 

‘*Copy appeals in trust advertising,’’ by 
Ernest L. Colegrove, second vice president, 
Guaranty Trust Co. of New York. 

‘*Trust objections and how 
them’’ by Theodore Weldon, 
Weldon and Baldwin, Chicago. 

‘*The media of trust advertising,’’ by 
H. Brooks Hering, assistant vice president, 
Baltimore Trust Co., Baltimore. 

‘* Analyzing the trust department’’ by 
W. Tresckow, assistant vice president, Cent- 
ral Hanover Bank and Trust Co. of New 
York City. ; 


to meet 
president, 








108 SPECIAL 


SERVICES — 





have been developed by this bank 


for the use of its correspondents— 


services that offer definite help in 


; securing new business and increas- 


ing business— 


A Line of Inquiry Will Bring 


You Complete Particulars— 
Why Not Write Today? 


The National Bank of the 
REPUBLIC 


-* OF CHICAGO :-- 
Banking — All Departments 


AFFILIATED 


CHICAGO 
TRUST COMPANY 


Complete Trust Service 
Real Estate Loans 
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THE NATIONAL 


REPUBLIC 
** COMPANY -- 


Investment Securities and 
Corporate Financing 




































































CHANGES DUE TO CONSOLIDATIONS 


ABSORPTIONS AND CHANGES IN TITLE 
As reported to the Rand M{Nally Bankers Directory 


*Indicates Press Reports 





1 consolidations: 15 successions: 11 mergers; 4 taken over; 10 title changes; 
3 purchases; 3 absorptions 


Floric 
: Bo 
Strate & Town PRESENT NAMI ForMER NAME How CHANGED CAPITAL 4 tty PRESIDENT CASHIER a 
>, 
California Fe 
sleton *Bank of America of Calif Bank of Isleton Purchased R ‘ 
Isleton Branch om 
Montrose *Crescenta-Canada Natl. Ist Natl. Bank of La Cres- Succeeds Tine 
centa Valley, Verdugo City D: 
Calif - 
Norwalk *Bank of America of Calif Bank of Norwalk Succeeds = = 
a ; 3ranch of Los Angeles S 
eorgia 
LaGrange LaGrange National LaGrange Savings Purchased ‘ = 
Illinois Min 
Chicago *Citizens State Addison National Merger Ei 
Chicago *Garfield State West Madison State Merger Mis: 
West Frankfort First State Savings West Frankfort Bank & Tr. Merger $100,000 W. B. Crawford E. B. Cunningham St 
Co. and Union State Neb 
Indiana St 
Batesville *Batesville State Batesville Bank Title Nor 
Columbia City *Columbia State Provident Tr. Co. Consolidation = ; é R 
Kansas Ten 
Frankfort *Citizens National State Bank Consolidation Cc 
lola *Iola State First National Purchased 
Kentucky S 
Irvine *Union Bank & Trust Co Farmers Bk. & Tr. Co., W. T. Merger 
B. Williams & Sons, Irvine 
«& Ravenna State Bank of 
Ravenna 
Louisiana 
St. Francisville *Bank of Commerce & Tr. Co. Bank of Commerce Title 
Massachusetts 
Boston The Kidder Peabody Tr. Co. Peabody Trust Co. Title 
Michigan 
Chesaning *Chesaning State First National Merger 
Detroit *Union Savings Natl. Bk. of Commerce Consolidation 
Minnesota 
Barrett *Citizens State Farmers State Taken over ise s 
Buhl *First National Kinney State Taken over ‘ 
Kinney, Minn.) Fic 
Detroit Lakes *Detroit State Westbury State Taken over 
(Westbury, Minn.) 
Lake Benton *Natl. Citizens First National Merger . 
Mississippi 
Vicksburg *Ist Natl. Bk. & Tr. Co Ist Natl. Bank, Natl. City Merger 
Sav. Bank & Trust Co., 
Amer. Bk. & Tr. Co. 
Missouri 
Waynesville *Waynesville State Bloodland State Taken over 
' Bloodland, Mo.) ll 
Montana 
Plentywood Farmers & Merchants State Riba State Merger 
Nebraska 
Lovelock Pershing County Bank Lovelock Mercantile Bkg.Co. Title 100,000 
New York lo 
Baldwinsville *Ist Natl. Bk. & Tr. Co First National Title 
Carthage Natl. Exchange Bk. & Tr.Co Natl. Exchange Title . y 
Ogdensburg *Ogdensburg Trust Co Ogdensburg Bank Title ‘ 
Scarsdale Caleb Heathcote Tr. Co. Trust Co. of Scarsdale Title ‘ 
North Carolina ¥ 
Burlington N. Car. Bank & Tr. Co Atlantic Bk. & Tr. Co. Succeeds 
(Branch of Greensboro, 
N. C.) N 
Greensboro N. Car. Bank & Tr. Co. Amer. Natl. Bk. & Tr. Co. Succeeds 
; (Main Office) 
Greensboro - N. Car. Bank & Tr. Co. Atlantic Bk. & Tr. Co. Succeeds oe N 
(Textile Branch) 
High Point N. Car. Bank & Tr. Co Atlantic Bk. & Tr. Co. Succeeds 
(Branch of Greensboro, 
N. C.) 
Middlesex N. Car. Bank & Tr. Co. Rocky Mount Sav. & Tr.Co. Succeeds 
(Branch of Greensboro, Branch 
N. C.) } 
Nashville N. Car. Bank & Tr. Co. Rocky Mount Sav. & Tr. Co. Succeeds 
(Branch of Greensboro) 
‘Raleigh N. Car. Bank & Tr. Co. Citizens Natl. & Raleigh Sav. Succeeds  —_..-.. -. - «ss 
(Branch of Greensboro) Bk. & Tr. Co. 
Rocky Mount N. Car. Bank & Tr. Co. Ist Natl. and Rocky Moun- Succeeds hiee mae De echt § 
(Branch of Greensboro) tain Sav. & Trust Co. 
Salisbury N. Car. Bank & Tr. Co. Davis & Wiley Branch, Succeeds ov ecccees ’ 7 
(Branch of Greensboro) Atlantic Bk. & Tr. Co. 
Scotland Neck N. Car. Bank & Tr. Co Rocky Mount Sav. &Tr.Co. Succeeds (iene : 
(Branch of Greensboro) ’ 
Spencer N. Car. Bank & Tr. Co. Atlantic Bk. & Tr. Co. Succeeds owccece | 
(Branch of Greensboro | ’ 
Wilmington N. Car. Bank & Tr. Co Murchison National RR Pe eee re eee ee ae 
(Branch of Greensboro) 
Oklahoma 
Ryan First State First National Title 25,000 $16,870 E. L. Worrell D. S. Walker 
Spiro *Farmers State First National Absorbed cones Sek ee ° 
Wellston Wellston National First National Absorbed ; : SNES BS ae | 
Pennsylvania | 
Philadelphia Central National Amer. Bk. & Tr. Co. Consolidation I 
Philadelphia *Aldine Tr. Co. Lancaster Ave. Title & Tr. Merger 
Upper Darby 69th St. Terminal Title &Tr. Oakmont National Ten" | tiene wheeled aadek aioe ea ee 
Co. 
South Dakota 
Aberdeen Aberdeen Natl. Bk. & Tr. Co Aberdeen Natl. ee” Ct ” ret os 250,000 W. W. Bassett C. A. Bremer 
Tennessee 
Dowelltown First Trust Co Dowelltown Banking Co. Beccesda  —fineccce. <i OE E. F. Adkins Asst. Cashier 
(Br. of Smithville, Tenn.) 
Texas 
San Antonio City Central Bk. & Pr. Co. City Natl., Central Tr. Co., Merger 1,200,000 550,000 W. R. King A. G. Engelke 
Guaranty State 
Virginia 
Monterey *Natl. Citizens Bk. & Tr. Co First Natl. and Citizens Bank Merger iw... ee eee eee 


of Highland 
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NEW BANKS ORGANIZED OR REOPENED 


As reported to the Rand M€Nally Bankers Directory 


*Press Report 


6 state banks organized—1 national bank organized—7 banks reopened 


State & Town NAME OF 


Florida 
Bowling Green 
Dade City 
Gainesville 
Port Tampa City 


State Bank (Reopened) 
Bank of Pasco County 
Phifer State (Reopened) 
First Bank (Reopened 


Georgia 

Cadwell Graham Sikes & Co 
Illinois 

Dahlgren *First National (Reorgani 
Indiana 

Attica *First Bank & Trust Co 
lowa 

Sabula Sabula Savings 
Minnesota y 

Erskine American State 
Mississippi 

Smithville Bank of Smithville 
Nebraska 

St. Libory St. Libory State (Reopened) 
North Dakota 

Rogers *First State (Reopened 
Tennessee 


Carthage Citizens Bank & Tr. Co 
(To open Nov. Ist) 


Smithville First Trust Co 


BANK 


Zz 





NEW BANKS REPORTED IN PROCESS OF ORGANIZATION 


(According to Press Reports) 


9 state banks 


10 national banks 


SURPLUS & 


State & Town NAME OF BANK CapimraL Paoeers CORRESPONDENT 
Florida 
Bartow Florida National $100,000 J. G. Bright, 1514 Barnett Natl. 
Bank Bldg., Jacksonville. 
DeLand Bank of DeLand 50,000 . C. D. Dyal, Pres., Daytona Bank 
& Trust Co., Daytona Beach. 
DeLand Florida National 100,000 Almours Securities, Inec., 1514 
Barnett Bank Bldg., Jackson- 
ville. 
Ellenton Ellenton State (reopened) , RP OUP EL — : 
Orlando Florida National Perr rc W. B. Crawford, P. O. Box 851 
Illinois 
Belleville Fidelity Trust Co 250,000 Surplus Peter Fellner (Pres., Fellner-Crow 
(Clayton P. O.) $50,000 Co., E. St. Lotis), President; 
Dr. W. F. MeNary, Ist V. P., 
(E. St. Louis) 
lowa 
Swea City Security National 25,000 P. J. Heiken 
Massachusetts 
Arlington Second National 100,000 F. G. Valpe, 38 Hayes St. 
(Boston P. O.) 
ichigan 
Battle Creek Lakeview State Incorporators, W. J. Smith, L. J. 
Karcher, E. M. Marvin 
Missouri 
St. Louis Kingshighway National 200,000 F._ Hendricks, 1331 Highland 
Terrace 
Nebraska 
Newman Grove Newman Grove National 25,000 M. E. Currie, Schaller, Ia. 
New York 
an” York City Park Row Trust Co 500,000 M. H. Cahill, Pres., Plaza Tr. Co. 
0 
Fostoria Security Trust Co 125,000 Organizers: F. W. Preece, W. G. 
Clark, A. A. Hahn 
Pennsylvania 
Baden Peoples Deposit 25,000 Organizers: T. H. Overholt, C. J. 
Dunmeyer, J. H. Mann, J. R. 
Stratton 
Blossburg Citizens National | rere Pere rae Sy 
South Dakota 
Chamberlain First Natl. Bk. & Tr. Co. 25,000 F. B. Stiles, Watertown, S. D. 
Texas 
San Antonio Southwest Tr. Co. 200,000 ; E. A. Dittmar, City Natl. Bk. 
boa, Bldg. 
Virgini 
Hampton Hampton National 100,000 . J.C. Robinson 
isconsin 
Milwaukee Lake Shore 200,000 L. M. Hurst, 230 Wisconsin Ave. 


First National of Boston and 


Old Colony Will Merge 


Subject to the approval of the stock- 
holders, the First National Bank of Boston 
and the Old Colony Trust Co. will merge, 
thus giving New England a banking insti- 
tution competent to handle all the com- 
mercial, foreign, trust and investment re- 
quirements of that section of the country. 
The First National Bank of Boston and 
its affiliates will have capital assets of over 
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$100,000,000 and resourees in excess of 


$700,000,000. 


The Old Colony Trust Co. will continue 
Its 
stock will be entirely held by trustees for 
the benefit of the stockholders of The First 
National Bank of Boston as is the stock of 
The First National Corporation, with 
which will be merged the Old Colony Cor- 
poration the of First-Old 
Colony Corporation. 


to function as a corporate fiduciary. 


under name 


CAPITAL Surpteus & Prorits PRESIDENT CASHIER 
$20,000 $27,898 J. H. Durrance T. H. Jones 
Reopened) 50,000 : A. F. Price L. 8. Porter 
50,000 H. L. Phifer J. B. Carmichael 
25,000 J.C. Yeats D. W. Grider 
. Surplus . 
. J. F. Graham L. K. Smith 
d) 25,000 eee D. F. Whited, correspondent 
Washington Bk. & Tr. Co., 
Indianapolis, correspondent 
25,000 G. 8. Day 
20,000 . C. M. Berg I. I. Stenerson 
20,000 S. Harman H. T. Jackson 
15,000 3,000 M. L. Alden B. B. MeNair 
25,000 . W. E. Wright 
15,000 1,200 J.C. Starke J. F. Christian 


Banks Reported Closed 


As Reported to the Rand McNally 
Bankers Directory 


*Indicates Press Report 


16 State Banks—2 National Banks 
Colorado 

Norwood—* Norwood State Bank (liq.) 

Telluride—*Bank of Telluride (liq.) 


Illinois 
Maquoun—*Ist Natl. (liq.) 


Indiana 
Millersburg—* Millersburg State 


Iowa 
Anthon—<Anthon State 


Kansas 
Newton—* Harvey County State 
Nebraska 
Brunswick—* Brunswick State 
Walbach—*Peoples State 
North Carolina 
Columbia—Carolina Banking & Tr. ¢ 
Elizabeth City—*Carolina| Banking 
Tr. Co. 
Hertford—Carolina Banking & Tr. Co. 


North Dakota 
Drayton—*Ist Natl. 


South Dakota 
Naples—*Clark County Bank 
Twin Brooks—*State Bank 


‘o. 
& 





Virginia 
Doe Hill—*Farmers Bank of Highland 
West Virginia 
Auburn—* Auburn Exchange 
Lumberport—*Lumberport Bank 
Pullman—* Pullman State 


JOSEPH R. MURPHY, who for the 
past year has been associated with the Corn 
Exchange National Bank and Trust Com- 
pany, Philadelphia, in the position of 
assistant cashier in charge of correspond- 
ent relations, has resigned to accept a 
vice presidency of Edwin Bird Wilson, 


Ine., Financial Advertising Agency, with 
offices in New York, Chicago, Atlanta and 
Los Angeles. 
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| 
CLASSIFIED | 
ADVERTISEMENTS | 
} 


Advertisements will be accepted under this 
heading at FIVE CENTS per word, signa- 
tures, address, name and heading to be 
counted. Send cash with your order. 
Answers addressed care of the BANKERS 
MONTHLY will be forwarded promptly. 


SIDELINE 


Salesmen visiting Banks 

Advertising Men. Inquire Scenic 
Service for Banks, 16 E. Ontario 
Chicago, Ill. 10*-1 ti. 


Profitable for 
Financial 
Lyisplay 
Street 


and 


PRINTING 
Omaha Printing Company, 13th and Farnam 
Sts., Omaha, U. 8. A. Lithographers, Embossers. 
Stationers, Office Furniture. 7*-12 ti 





Downey Mechanical Coin Teller 
Sorts and Counts Mixed Coins 


Handling mixed 
coins is accurately 
and quickly done 
with the automa- 
tic action of this 
machine. 


Audits school 
savings, home 
banks, fractional 
deposits. 


10 Days’ Free Trial 


The C. L. Downey Company 
941 Clark St., Cincinnati, Ohio. 





| 
| 


It isn’t the number of 
calls a salesman makes 
that counts--but the num- 
ber of interviews he gets. 


He must GET IN! 


But it’s the opposite with the 
printed salesman sent out by mail. 


To get the audience the printed 
salesman must GET OUT—ot 
the envelope. 


And that 
envelope! 


depends upon the 


Heco Envelope Company 


4500 Cortland Street 
CHICAGO, ILL. 


Readers will confer a favor by mentioning THE OCTOBER, 


Stern Becomes Vice President 


of Equitable Trust 


S. Stern becomes vice president in charge 
of the foreign department of the Equitable 
Trust Co. of New York under the merger of 

the Seaboard Bank 
ot The City of 
New York with the 
Equitable Trust 
He also will 
be a member of the 
board of trustees 
this consoli- 


Co. 


under 
dation. 
The 
Trust Co. 
the outstanding 
New York banks in 
volume of foreign 
business transacted 
aud in the importance of world-wide bank- 
ing connections. The company maintains 
overseas branch offices in London, Paris, 
and Mexico City, and through its sub- 
sidiary, Equitable Eastern Banking Cor- 
poration, in Hongkong and Shanghai, 
China. 
Mr. 
director 
since February, 


Equitabie 
is one of 





S. STERN 


Stern has been a vice president and 


1923. He has had charge 
of the Seaboard’s foreign banking activi- 
ties during that period. 


First Wisconsin Acquires 
Bank In Eau Claire 


The First Wisconsin National Bank of 
Milwaukee has purchased a_ substantial 
block of stock in the Union National Bank 
of Eau Claire, it was recently announced 
by Walter Kasten, president of the First 
Wisconsin. This 
worthy, 
of Milwaukee county to become affiliated 
with the First Wisconsin group. 

During the last two years the Milwaukee 
bank has extended its interests through a 
series of consolidations and through pur 
chasing controlling interests in various 
smaller banks in neighborhood sections of 
the city. It now has four branch offices 
and twelve affiliated banks. President 
Wheeler of the Union National Bank an- 
nounced recently that plans for a new five 
story bank and office building recently 
authorized by the stockholders would be 
hastened to completion. 


announcemen is note 


Northwest Bancorporation 
Announces New Officers 


The Stock Yards National Bank of 
South St. Paul recently announced its 
affiliation with 31 other leading banks and 
trust companies in the Northwest Ban- 
corporation group. 

At the same time, E. W. Decker, presi- 
dent of the Northwest Bancorporation and 
the Northwestern National Bank, Minne- 
apolis, announced the appointment of 
Alex Highland, president of the Stock 
Yards National Bank, as assistant general 
manager of the Northwest Bancorporation. 
Mr. Highland will become chairman of the 
board of the Stock Yards National Bank, 
and will be as president by 

A. Birch, now vice president. 


sueceeded 





of the Seaboard National Bank | 


because it is the first bank outside | 
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